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A state conservation bureau used LP-Gas for fighting forest fires. 
Tractor drags a plow to cut a fire break while two 40-lb. Hackney 


Wherever there’s a new market for LP-Gas cylinders supply fuel to torch for backfiring along the side. 


There are hundreds of ways to use cylinder-packed 


7 
there & a LP-Gas. Take backfiring—it’s just one of the many new 


markets for LP-Gas. And for every new market, there’s a 

‘ie Hackney LP-Gas cylinder that’s “tailor-made” for its use. 

pa a C kn ey L Pp. G dea & The industry’s widest range of styles and sizes is avail- 
me able to you in the quality-proved Hackney line. Choose 

| cd t h | cylinders for every purpose in removable cap, permanent 

cy in er 0 e p collar or removable hood styles. Choose also from four 

- horizontal sizes and from 20 models available for lift- 

you se rve it trucks alone! Get the details from your Hackney repre- 

sentative today. He has the answer to all your cylinder 


needs and problems. 
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fuel tanks for 
cylinders systems trucks and tractors cylinders tank trucks transports bulk storage tanks 





HOW ROCKWELL VAPOR METERS BUILD PROFITS 





They keep your accounts current 
by making it easy to pay 





Do account receivables tie up your capital and 
create collection headaches? Vapor metering 
will get to the heart of this problem by replac- 
ing large ‘“‘pay-when-delivered” bills with small 
‘‘pay-as-you-use” statements. These small pay- 
ments for gas are those that customers can 
anticipate and budget for—charges they can 
afford and will honor promptly. 

Vapor meters are also a strong selling point 
when you solicit new customers. Only with 
meters can you offer the convenience of “city- 
type’’ gas service—put yourself on a par with 
gas utilities—identify your operation with the 
gas business. 

For full information write or use the coupon. 
Rockwell Manufacturing Company, Dept. 
78-H, Pittsburgh 8, Pennsylvania. In Canada: 
Rockwell Manufacturing Company of Canada, 
Ltd., Box 420, Guelph, Ontario. 


WHY ROCKWELL METERS 
ARE BETTER FOR YOU 














The Rockwell LPG meter is attractively housed in 
durable aluminum. It’s lightweight, strong, has only 
a single joint to seal against leakage. The accurate 
measuring element is long lived and can quickly be re- 
placed as a unit when required. The capacity rating 
of 240,000 Btu’s per hour is ample for most services. 
Larger sizes are available. 





ROCKWELL MANUFACTURING COMPANY 
Dept. 78-H, Pittsburgh 8, Pa. 


LP-GAS VAPOR METERS Please send me your bulletin ADV-41 


Name. 
another fine product by © - " 
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Application-engineered for a variety of gas-heating appliances * 


ig WAV | ek O14 od OO) 1 O) RD AY) 


generates its own electricity . . . completely in- 

dependent of any outside source of power. 

automatically closes fuel lire when pilot light "®YTNEWALY 
is extinguished. 





assures continued heating during power failure. 


The completely integrated Basotron flame- 
powered control system consists of a direct- 
lift Basotron valve ...semi-metal power-couple 
that generates power for complete system... 
highly sensitive thermostat with encapsulated 
contacts, assuring precise temperature. con- 


trol... and a pilot burner 


This unique thermoelectric control system 
elgey dots MU ieciamel-) ol-ileleleli lia mm -eelelihamelile, 
versatility of application for a variety of gas- 
heating products—thru-the-wall, bathroom, 


room, or wall types. 
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system—application-engineered to meet your 
product design requirements. For more infor- 
mation contact your Baso Sales Engineer, or 
WRITE: 


Typical application of a Basotron flame-powered control system 


used on a 25,000 Btu thru-the-wall gas heater. 


ESSENTIAL COMPONENTS OF COMPLETELY INTEGRATED BASO 


BASOTRON FLAME-POWERED CONTROL SYSTEM 
silat a INC. 
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Milwaukee 1, Wisconsin 
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Are you making any money? 


Here's how to check your transport and bobtail operations to find out— 
Harry R. Thomas 


A good reporting system 
The heart of your cost control program. William W. Clark 


For top winter truck performance, maintain carefully, preheat 
engines ........ ossbetsespanenea 


The best engine preheaters are propane-operated. Lyle Harbeck 


Looking for a way to cut costs? 


Consider a driver incentive program. 


The lady paints a tank 


It was as easy as one, two, three. 


Skelgas field personnel key to successful dealer open houses...... 
And a carefully worked-out format helped, too. Robert Clay 


Government files “anti-merger™ action against Suburban Gas... . 


Is the western outfit too big in Oregon, Washington, Arizona? 


Kingsize truck services fork-lift customers 


This unit saves lots of trips. 


Suburban Propane buys producing LPG firms 


So now it's involved from well head to burner tip. 





Is uniform pricing the answer to service call costs?....... 


At least, something should be done. 


You can claim exemption if you support a “full-time student”...... 
Every $600 helps. E. H. Mitchell 





To build a new tractor market, Cisco concentrates on the old...... 


Jay Blount converts even the ancient ones. George Walker 
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BSEHIND THE SCENES 


Introducing "The Big Deal Boys" 


SAFETY WORK CAN BE A PRETTY 
GRIM BUSINESS, and a frustrating 
one at times. But safety men will 
tell you that one of the best ways to 
get a safety lesson across is to bring 
out the humor in a situation. If a 
picture is worth 10,000 words, as 
seems to be generally accepted, a 
humorous cartoon that contains a 
safety lesson must be worth ten 
times that. 

Down in Oklahoma, Kermit Bulla 
of the Hercules Casualty Insurance 
Co. dreamed up a series of cartoons 
to illustrate, by horrible example, 
how irresponsible dealers look to a 
safety man. Bulla calls them “The 
Big Deal Boys,” and each month 
he comes up with a new cartoon 
which he mails to every dealer in 
the state. 

We’ve obtained his permission to 
run an occasional one in this space. 
The one published below is, we 
think, quite appropriate as an in- 
troduction to the series. “Ole 
Chester Pate” is the state’s L.P. 
Gas Administrator and, as such, is 
the person to whom the Big Deal 
Boys are the No. 1 pain in the neck. 
The gosh-awful things they do. are 


"THE BIG DEAL BOYS" 


Kermit Bulla 
Hercules Casualty Insurance Co. 


“Wonder what Ole Chester Pate's raisen 
sech a ruckus about" 


the very things that Pate works 
hardest to eliminate in the indus- 
try. 

The red tag on the “tank” is, of 
course, some of his handiwork. It 
doesn’t appear the boys are about 
to pay much attention to it. & 


Junk those wires! 


WE SAY, IF YOU’RE IN A BUSINESS, 
live that business to the hilt. Like 
Dick DeMuesy does, for example. 

Dick carries the title of Chicago 
manager for BPN and our sister 
publication, GAS, which means—in 
plain terms—that he spends most 
of his hours convincing suppliers in 
the city, adjacent cities, and sur- 
rounding states that they should 
advertise in the two magazines. 
Although he is charged with raising 
a family of children and a litter of 
dogs, and must find time to devote 
to the Prospect Heights (Ill.) Im- 
provement Association, most of 
Dick’s thinking is gas-oriented. 
Every time he has 15 minutes to 
spare, he drops by a bulk plant for 
a chat, or drops down into a bell- 
hole to give pipe layers a few 
pointers on how to make a good 
weld. 

But most of all, he’s thinking 
about ways to help build the indus- 
tries he works for. Not long ago 
he had his chance. 

A Prospect Heights neighbor, he 
learned, had just built an all-elec- 
tric home. This made good old 
loyal Dick gnash his teeth with 
chagrin. Surreptitiously he began 
nosing around the neighborhood to 
find out if the man was completely 
happy with his house of wires. 
Could there be an Achilles heel in 
the system—a spot that would be 
vulnerable to attack by a gas sales- 
man? 

Dick had not long to look before 
he came upon another neighbor, a 
mutual friend, who informed Dick 





Behind the Scenes 





"There goes a lot of money into the trash 
can," mutters the Prospect Heights home- 
owner as he junks his electric heating ele- 
ments. The gas company salesman at left 
appears to be offering his heartfelt con- 
dolences. 


that the electric-house man was not 
happy with his heating system. 
After one winter of use, it was 
nudging him in the general direc- 
tion of the poorhouse. 

Aha! thought Dick, and without a 
moment’s delay he began burning up 
the wires (telephone, not electric) 
to the local gas company (natural 
gas, since Prospect Heights is not 
piped for LPG) to advise them to 
get their gas heat salesmen onto 
the trail of a hot prospect (lower 
case type). 

The happy sequel to this little 
tale is told most graphically in the 
picture, which shows the disillu- 
sioned homeowner scrapping his 
electric baseboard units. 

Incidentally, the utility company 
involved (Northern Illinois) has 
gleefully announced that, while 
about 370 electric heating systems 
were being put in throughout the 
company’s service area in 1960, 125 
of them were being taken out and 
replaced with gas. Seems there 
must be a lot of DeMuesy’s at work 
in and around Chicago. e 
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NEW! Honeywell’s One-Stop 
Replacement Kit 


Honeywell's new Water Heater Control Replace- 
ment Kit ends those time-consuming trips, by ser- 
vicemen, back to the shop. This means faster service 
for the customer, too—and better customer rela- 
tions. Finally, inventory costs and confusion are 
greatly reduced, for the Honeywell Kit replaces 
14 of the most common water heater controls in 
use today. Order your supply now! 
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you can’t afford to... 


Just as the successful poker player knows that 
“odds” can make or break him, the experienced 
LPG businessman knows that his equipment 
can make or lose money for him. He can’t risk 
penny-wise pound-foolish LPG fittings. One 
profit-draining service call-back to repair (or 
replace) a defective “bargain” can waste the 
price of a dozen reliable RegO fittings. 


All RegO LP-Gas equipment has the “risks” 
designed-out before it leaves the drawing board. 
For example, the new RegO Series 567 High 
Pressure Regulator features the stem directly 
connected to the diaphragm—to make sure you 
get a positive lock-up every time. So-called 
“economy regulators” that do not have this vital 
design-feature invite trouble, since a foreign 


particle lodging on the seat may prevent lock- 
up and allow cylinder pressure to build up 
downstream. 


Priced far below what you’d expect to pay, new, 
improved RegO Series 567 Regulators offer real 
economy, plus several important design im- 
provements including greatly increased capac- 
ity, better regulating characteristics. A “T” 
handle adjusting screw with locknut allows 
easy adjustment over the 1 to 45 psi delivery 
pressure range. Nylon backing on diaphragm 
results in longer life, and new recessed dia- 
phragm design eliminates exposed edges. And, 
each regulator is assembly line tested at full 
working pressures and 100% inspected before 
shipment. 








NEW! REGO 567 SERIES HIGH 
PRESSURE LP-GAS REGULATOR 


For accurate pounds-to-pounds control of LP-Gas 
container pressures. Ideally suited for torches and 
other portable LP-Gas appliances. Delivery pres- 
sure range, 1 to 45 psi. Each regulator drilled and 
tapped for pressure gauge. Available with: gauge 
opening plugged, 60 psi pressure gauge, 970U Inlet 
Connection, 1300 Outlet Bushing. 








SS SSSHSSSSSSSSSSSS SSSSHSSSHSSSSSSSSSSOSCHESSOSOCESE 
The Bastian-Blessing Company 
RegO Division, 4201 W. Peterson Avenue 
Chicago 46, Illinois, Dept. 31-H 


write for 
full information 


Please send me complete information on the new 


RegO 567 Series High Pressure LP-Gas Regulators 
If you're a poker player, ask your 


RegO representative for your copy of the 
RegO Risk Reducer showing the odds 
against improving poker hands 


NAME 





COMPANY 


® ADDRESS 
CITY ZONE____STATE 
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LP-Gas Equipment... First... Foremost... Finest 
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ASSOCIATIONS --- CLOSER THAN WE THINK: ... 


Council holds "giveaway" contest 


The National L. P. Gas Council is offering 555 
prizes to the public this fall in its “$50,000 in the 
Home” giveaway contest. This promotion, featur- 
ing modern LPG appliances, is the second big 
giveaway sponsored by the Council this year. The 
first offered 163 farm equipment prizes, including 
five LPG tractors. 

“We have greatly increased the number of ; 
prizes in this promotion to boost consumer in- MICROPOWER MARVELS 
terest and taake 1 geyetuee for Mere people’ to eck of mater-oprating csc motos ave ben power cence os ramsrrd fetes 
win a valuable LPG appliance or other prize, mp yp aneehony t  lapeateadei pag ped ye peg 
said D. G. O’Meara, Council president. capactlal to an tatebien KOA adig wars Cena oar a aed he ete ot eee 

The prize list includes 48 ranges, 10 refrigera- ee ON ok et ek ere ns 
tors, 16 clothes dryers, 31 water heaters, 50 space The National L. P. Gas Council scored a whale- 
heaters, 15 incinerators, 25 drop-in rotisseries, size success July 16, when cartoonist Art Rade- 
125 gas lights, 50 cigarette lighters and 50 sport baugh highlighted “futuristic” uses of LPG in his 
heaters. Chicago Tribune-New York News cartoon strip. 
He depicted a “Science Age” LPG fuel cell which 
can be transferred from “car to boat to plane, 
whenever desired.” 








Joint meeting of World's Fair held 


The National L. P. Gas Council and the LPGA 
held a joint committee meeting June 15 for the tions should be made to distributors, producers, 
New York World’s Fair. and equipment manufacturers. 

It was decided that fund raising for the fair Another meeting will be held the 15th of this 
should be on the basis of an assessment over a month for review and revision of the solicitation 
four year period, and special personal solicita- proposal. 

Meanwhile ground was broken on the same day 
for the building to be erected. 


NGAA changes name to NGPA 


The Natural Gasoline Association of America 
officially changed its name last month to Natural 
Gas Processors Association. 

The reason for this is that natural gasoline 
has lost its position as the principal product at 
plants and was passed in volume produced by 
other gas-liquids, the liquefied petroleum gases. 


LPGA to emphasize quality tanks 
LPGA recently held a meeting in Chicago to 
plan a program emphasizing quality features of 
LPG tanks and related equipment. 
' ae One task force will study tank manufacture 
Looking over the sketch of the building to be erected at the codes and inspection routines, and another group 
New York 1964-65 World's Fair are: William G. Hamilton, Jr., will compose a check list of “quality” features 
president of GAMA and the American Meter Co.; John E. which would serve as a guide in evaluating tanks 
Heyke, president of Gas, Inc.; Robert Moses, president of the and related equipment. 
fair; and Chester S. Stackpole, managing director of AGA. The group considered plans for eventual pub- 
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Handling flow rates from 3 to 5 MMSCF/hr 300 





psig to 380 psig inlet, 53 to 55 psig outlet pressures 


This 8” model 80-820 Flexflo has been under the above 


‘ service without maintenance for over 5 years at Pacific 





Gas and Electric Company’s Moss Landing plant. Asimilar 

“standby” unit has never been uncrated. There are many case-proven 

examples of the reliability, dependability and maintenance-free serv- 

ice of Grove Flexflo pressure reducing and relief regulators. Such 
service, plus the amazing simplicity and versatility of Flexflos, 
makes them worthy of your consideration. For complete technical 
presentation, write for Bulletin 800. 


GROVE REGULATORS 


GROVE VALVE AND REGULATOR COMPANY 
A subsidiar of Waiw rth 
68529 HOLLIS STREET > OARLANE &. CALIFORNIA 


Offices throughout the U.S. and in Western Canada 





Present for the Chicago meeting of representatives of LPGA's 
tank fabricator and equipment manufacture sections were 
(clockwise from lower left): A. C. Kreutzer, LPGA; F. H. 
Andrews, United Petroleum Gas; A. B. Dally, Bastian-Blessing; 
Leland M. Hopkins, Jackson Tank; Fred A. Rives, Superior Tank; 
Howard D. White, LPGA; Charles M. Corken, Corken's Inc.; 
Norman A. Evans, Pressed Steel Tank; and Cecil E. Squibb, 
Squibb-Taylor. 


licity methods which would promote “quality buy- 
ing” by LPG industry buyers of tanks and equip- 
ment. 


Council publishes industry's progress 


The National L.P. Gas Council is preparing for 
the industry’s golden anniversary in 1962 with a 
brochure reporting progress and achievement. 

The eight-page booklet, printed in gold and 
black, tells the story of historical development 
and modern contributions of the industry. It will 
be released later in the year to industry members 
for promotional use and to the nation’s press for 
background information. 


REGEIMBAL: WASHINGTON 


ICC ponders truck regulation changes 


Drastic changes in government regulation of 
all types of trucks carrying flammable or danger- 
ous commodities are under study in Washington. 

The Interstate Commerce Commission will open 
hearings Oct. 24 on two proposals to tighten up 
existing rules. 

A new part of the plan is an ICC proposal to 
require privately owned trucks (not licensed 
common carriers) carrying these articles, includ- 
ing L.P. gas, to register their trucks and file re- 
ports on their operations. At present, private 
fleets are subject only to ICC safety rules. 

The second proposal to be aired is that de- 
manded by the railroad unions for stricter regula- 
tions governing trucks carrying dangerous com- 
modities at railroad grade crossings. 


The new reporting rules would require an op- 
erator of a truck to file each January a report of 
the average number of trucks and tractors oper- 
ated in interstate commerce, names of states in 
which they were operated, and the number of ac- 
cidents involving bodily injury, death or damage 
over $250. It would also set standards for identifica- 
tion of the truck. 

Meanwhile, the National Tank Truck Carriers 
asked the ICC to broaden the grade-crossing acci- 
dent investigation to include all of these acci- 
dents. NTTC says that while some of the results 
of such accidents are affected by the materials 
carried, this is not the basic problem. The group 
wants the ICC to consider the entire problem of 
lessening the danger of collisions at grade cross- 
ings, regardless of the type of vehicle or its con- 
tents. 


REA grants biggest loan ever 


The Rural Electrification Administration re- 
cently approved a $60,224,000 loan to Hoosier Co- 
operative Energy, Inc., Osgood, Ind. This is the 
largest loan in the REA’s history. The loan is for 
35 years at 2 per cent, and will be used to build 
a steam-powered generating plant near Peters- 
burg in Pike County, Ind. 

REA administrator Norman Clapp said engi- 
neering studies indicate the 16 cooperatives of 
Hoosier would save about $5,500,000 in 10 years 
by generating their own power rather than buy- 
ing it from private utilities in the area. 


Support for tax incentive plan grows 


President Kennedy’s tax incentive plan to spur 
business investment in new equipment is finally 
gaining some support—but in a revised form. 

The support is growing for a flat 10 per cent 
tax deduction for purchases of new plant, equip- 
ment, trucks, and other business spending. This 
is a sharp change from the President’s original 
complicated sliding scale proposal which would 
have varied depending on the amount spent, and 
could have reached 30 per cent in some cases. 

Treasury Department officials have told Con- 
gress the Administration would support the flat 
10 per cent plan. Business groups which opposed 
the original plan, or at least failed to endorse it, 
have also started getting behind this new pro- 
posal. 


Motor fuel levy extended to 1972 

Present “temporary” taxes on L.P. gas when 
used as a motor fuel will continue in effect until 
1972 under the new highway financing program 
approved by Congress. 
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FACILITIES FOR THE 
NATION...AN INTEREST 
IN YOU! Anchor is geared for deliveries of 


LPG in quantity throughout the 


United States and in Canada and Mexico. Anchor has 


the facilities and skills to give you prompt, personal 


attention and the finest LPG and LPG service . . . no 
matter what your requirements. Your Anchor man is 
eager to put these facilities to work in your interest 

. always anxious to improve product and service 


when the opportunity occurs. 


® Call your Anchor man — Tulsa, LU 2-7261 


ANCHOR PETROLEUM DIVISION 
Mobil Oil Company 


TULSA, OKLAHOMA 
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The lawmakers agreed not to permit the tax 
on gasoline, diesel fuel, and other special fuels 
to drop, as scheduled, and barely missed boosting 
them another half-cent in their search for an 
extra $11 billion to finance highway construction 
over the next decade. 

For L.P. gas dealers and marketers, the new 
highway bill will mean higher costs in operating 
trucking and car fleets. The measure raises taxes 
on tires, inner tubes, and recap rubber from 10 
to 60 per cent. It also doubles the old tax of $1.50 
per 1,000 pounds on trucks over 26,000 pounds. 


TVA rates hit new low 


The Kennedy Administration has pushed TVA 
rates down to their lowest point in history, and 
JFK says he wants more “progress” in this direc- 
tion. 

Example of the new rates: A farm using 500 
kwh a month now will pay only $54 a year, as 
compared with the old rate of $61.20. 

For commercial customers, the new rate is 
about 8 per cent below the old rate. 

All customers buying more than 250 kwh per 
month will pay less. 

It’s the fourth rate reduction made by TVA to 
its distributors, and the Kennedy people are mak- 
ing it clear that it is by no means the last. 

Mr. Kennedy also has called for tapping the re- 
sources of tributaries of the Tennessee River 
(now largely undeveloped), and also for develop- 
ment of low-cost power from atomic sources. 


MARKETERS 


Uregas buys two companies 


The Uregas Cos., Moberly, Mo., recently ac- 
quired the assets of the Security Gas Co. of Mex- 
ico, Mo., and Rose Sheet Metal Co., and its LPG 
operation in Louisiana. 

Uregas has also purchased the bottled gas busi- 
ness of S. A. Yeargain Co. at Mexico, formerly a 
dealer for Security Gas. 


Union Oil buys American Liquid 


Union Oil Co., Los Angeles, recently purchased 
American Liquid Gas Corp., Los Angeles. 

American has been a pioneer in both the dis- 
tribution of LPG and LPG engineering, construc- 
tion and manufacturing. 

Union has organized two subsidiary corpora- 
tions and will divide American’s operations be- 


The new Neptune Meter Co. foundry in Maspeth, 
Queens, New York City, was completed last 
month. This 50,400 sq ft structure is capable of 
turning out 45,000 bronze pressure-type castings 
per day. The castings range from tiny one-ounce 
pieces to some weighing 440 lbs. When full pro- 
duction is reached, expected output will be 27,600 
lbs. 


tween them, Algas Fuel Supply Co. and American 
Liquid Gas Engineering and Equipment Co. 

Algas will continue distribution of LPG through 
plants in Los Angeles, Fresno, Santa Barbara, Ox- 
nard, Merced, Modesto, Pomona, Ventura, Buell- 
ton, and Big Bear. William C. Ulett will serve as 
president. 

American Liquid will continue manufacture 
and international distribution. Harold W. Smith 
will continue on as president. 


Suburban purchases Stove Works 


Suburban Propane Gas Corp., Whippany, N. J.. 
recently purchased the outstanding capital stock 
of The Stove Works, Inc., Middletown, Pa. 

Through this transaction Suburban also ac- 
quires controlling interest in The Florin Foundry 
and Manufacturing Co., Florin, Pa. 

The Stove Works manufactures Wincroft gas 
ranges; Florin Foundry manufactures castings 
for the Wincroft gas ranges, cast iron lawn furni- 
ture, and general castings for the trade. 


Parlett Gas changes to Pargas Inc. 


The Parlett Gas Co. of Waldorf, Md., recently 
changed its name to Pargas Inc., it was announced 
by Louise Parlett, retiring president of the com- 
pany. 

Mrs. Parlett is now chairman of the board. 
C. J. McAllister, formerly vice president and gen- 
eral manager, has been elected president; N. L. 
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METERED LP-GAS SERVICE 
REDUCES COSTS-BUILDS 


SALES FOR FUELANE 


By providing metered LP-Gas service to more than 
200,000 Happy Cooking consumers, Fuelane Corpora- 
tion, Liberty, New York, is building more sales volume 
than ever before from Maine to Maryland. This “city- 
type” method of accurately measuring LP-Gas gives in- 
creased customer confidence, and for Fuelane it reduces 
expensive cross-hauling, out-of-gas calls, and accounts 
receivable. The many advantages of metered service 
make it one of Fuelane’s most effective operating tools. 
Fuelane uses American Meter Company’s WC-45-LPG 
Welded Steelcase Meters. 








ne 
Happy Coohit a 


a. 








Time-tested features pioneered by American®, plus many 
refinements in design, are incorporated in the WC-45- 
LPG Meter to make it ideal for average domestic loads. 
It has an internal, counter-type index protected by a 
clear plastic cover, Duramic diaphragms and oil im- 
pregnated porous bronze bearings. Rated capacity is 
45 cfh propane, 40 cfh butane at %4-inch w.c. differential, 
with 5 psi working pressure. For full information write 
for Bulletin 316. 


AMERICAN 


AMERICAN 
METER cCoOoMPANWY ew ) 
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Products with strong, loyal customer acceptance uh 
are the easiest to sell... and easier 


/ 
sales mean more sales, and more profit. ed 
f 


Fd al 
WARM MORNING Gas Heaters have this {xX \ 


sales-making customer acceptance ww SS 


that is so important to you. Widely known \ 
and long associated with fine quality and 

top performance, WARM MORNING 

is a name people know and frust. 





Add to those benefits, the sheer 
beauty, outstanding features 
and reasonable prices of 
WARM MORNING Gas 
Heaters and you have the 
winning combination in 

space heater sales. 


Write for full color 

literature, and prices — and 
information about our 
attractive broadside mailing 
program and other powerful 
advertising support for dealers. 


Worm Morning 


S miA Tt ERS 


LOCKE STOVE COMPANY 114 West 11th St., Kansas City 5, Mo. 
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Langley, Francis M. Padgett, and T. C. Ryce have 
been elected vice presidents. Henry J. Fowler will 
continue as secretary, T. R. Simpson, as assistant 
secretary. H. W. Tabler is the new treasurer. 


THE SALES SCENE 


Hickgas markets water conditioners 


Hickgas Co. will market the A. O. Smith Perma- 
glas water conditioner. 

Forty Hickgas representatives gathered at the 
A. O. Smith plant in Kankakee, IIl., recently for a 
complete orientation and instruction program. 
Sales, merchandising and promotional materials 
were made available. 


“Do-it-yourself electricity"—with gas 


More than 150 natural-gas men and equipment 
dealers returned from Southern Gas Association’s 
gas turbine seminar in Houston with this message, 
“We're sitting in at the birth of a brand-new, tre- 
mendous industry—do-it-yourself electricity.” The 
idea was given by D. Dana Price, a Houston con- 
sulting engineer. 

Price stated that the gas industry can triple its 
sales by encouraging builders to install gas tur- 
bines to generate electricity and, with exhaust 
gases, provide year-round air conditioning. 

The primary markets would be schools, hospitals, 
and other large buildings. 


May gas appliance sales up 


Gas Appliance Manufacturers’ Association re- 
ports an increase in shipments of automatic gas 
water heaters and domestic gas ranges for May. 
Heaters for the month totaled 215,600 for a 4.9 
per cent increase over May, 1960. Free-standing 
and built-in units totaled 160,100 for a 10 per cent 
increase over the same period. 

American Home Laundry Manufacturers’ Asso- 
ciation reports combination washer-dryers up 20 
per cent from April, up 9 per cent from May, 1960; 
and gas dryers up 2 per cent, down 37 per cent for 
same period. 


New gas oven control introduced 


An amazingly simple, yet heretofore unapplied 
idea, was one of the more striking features of a 
new gas oven control introduced by the Wilcolator 
Co. at a press conference in New York City on 
July 6. That unique feature is a “gourmet fan” 
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that will cool off the interior of an oven to remove 
the latent heat from it and the meat and thereby 
prevent a rare roast, for instance, from continuing 
to cook from its own heat and that heat which 
ordinarily would be retained within the oven. 

Another feature of the system is “programmed 
cooking,” which allows the housewife to place a 
frozen roast or casserole into the oven, set the con- 
trols for a fast or slow defrost, have it cooked to 
exactly the right temperature and hold it there 
until needed. The control indicates when the pilot 
is out, when the oven is on, when it is ready, and 
when it is warming. 


“SUPPLY: & TRANSPORTATION 


Alberta rejects LPG export pipeline 


The Alberta Oil & Gas Conservation Board has 
recommended denial of major pipeline projects 
which would export large quantities of Canadian 
natural gas liquids to the U. S. 

It did recommend approval for three lesser lines, 
including one for export of gas liquids by way of 
a Continental Oil Co. subsidiary line connection in 
Montana. 

Hudson’s Bay Oil & Gas Co. Ltd., affiliate of 
Continental, will build a $1.7 million line from 
Pincher Creek, Waterton and Lookout Butte Fields 
in southwestern Alberta to the Montana border at 
Carway, where it would connect with a Continental 
system. 

The other two systems are the Royalite and 
Britamoil which will move relatively small amounts 
of gas liquids from various fields to Edmonton, 
where connections with Interprovincial are possible. 

The board’s recommendations are subject to re- 
view by the provincial government. 


“Suwannee"—possible pipeline 


Gulf Oil, Texaco, Sinclair Oil, American Oil, 
Pure Oil, Empire Pipeline, Phillips Petroleum, and 
Continental Oil are close to deciding whether to 
build a pipeline to carry oil products from the big 
refining centers along the Gulf of Mexico as far 
north as Norfolk, Baltimore and Washington. 

The line would be linked with refineries in the 
Houston, Beaumont, and Port Arthur areas of 
Texas. It would be 22-in. diameter, with a capacity 
of 300,000 bbls a day, and would be called Suwannee 
Pipeline Co. 

The purpose of the line would be to decrease 
dependence on tankers for movement of petroleum 
products. 





KEEP YOUR CYLINDER CUSTOMERS SATISFIED WITH... 
King-Size Remote Indicator 











"Gust a glance tells me when F'm using the rvesewe cylinder” 


Cylinder service is a customer-satisfying cinch with this 
outstanding combination of a truly “easy-to-see” remote 
indicator, that mounts in full view at the kitchen win- 
dow — PLUS completely automatic changeover from 
supply cylinder to reserve. 

Write today for complete details. 





and Automatic Changeover! 


Big Remote Indicator Here’s a remote indicator that puts a quick 


end to customer complaints. This king-size 
unit can be seen from clear across the room 
—or across two rooms for that matter. Just 
a glance tells your customer, and you, when 
the supply cylinder needs replacing. Indica- 
tor provides 360° visibility, is weatherproof, 
and comes complete with 10 feet of tubing, 


fittings and window mounting bracket. 


FISHER 


Series 


965B 


AUTOMATIC REGULATOR 


VIOESEH fom 


With the Fisher Type 965B regulator installed, 
multiple cylinder systems operate themselves. 
Changeover from supply to reserve cylinder is 
automatic. Customers don’t have to do a thing. 
Continuous service and constant pressure are as- 
sured, even during cylinder changes. The built-in 
indicator on all 965B regulators also tells when 
supply is exhausted and reserve cylinder is in use. 


IF IT FLOWS THROUGH PIPE ANYWHERE IN THE WORLD...CHANCES ARE IT’S CONTROLLED BY... 


FISHER GOVERNOR COMPANY 


Marshalltown, lowa | Woodstock, Ontario | Rochester, England 
BUTTERFLY VALVE DIVISION: CONTINENTAL EQUIPMENT CO., CORAOPOLIS, PA. 


SINCE 1880 





Dixie begins construction on pipeline 


Construction of the Dixie pipeline began last 
month with Service Pipe Line Co., an affiliate of 
Standard Oil Co. (Indiana), as the engineering 
firm. 

The Dixie Pipe Line Co., Tulsa, Okla., recently 
awarded construction contract to Service Pipe Line 
for the 1100-mile LPG pipeline, which will carry 
products from Texas to North Carolina. The ini- 
tial capacity of the line will exceed 50,000 bbls 
a day. 


NEWSBRIEFS:. 


Construction began July 17 on the Mid-America 
Pipeline Co.’s LPG pipeline from Whiting, Iowa, 
to Ogden, Iowa. The contracts were awarded to 
Bristow-Hyde Construction Co. of Houston, and 
M-R Construction Co. of Wichita, Kan. 


LPG properties of United Utilities, Inc., were 
recently acquired by Phillips Petroleum Co. 
through an exchange of stock. United’s subsidi- 
aries operate nine major LPG plants in south 
central Illinois. 


Robertshaw-Fulton Controls Co. of Richmond, 
Va., last month acquired the assets of Lux Clock 
Manufacturing Co., Inc., Waterbury, Conn. The 
company will operate under the name of Lux Time 


FHA recently announced that gas ranges, AGA 
approved under present ASA standards, may now 
be used in family housing for the elderly, single 
or multiple unit, where cooking facilities for indi- 
vidual units are provided. Such housing qualifies 
for FHA mortgage insurance. 


A 23-gal-propane cylinder that was accidentally 
dropped in the warehouse floor of Mr. Softee Ice 
Cream Co., Dallas, caused explosions that shat- 
tered a brick truck depot and warehouse. The 
blasts blew out three walls of the 138-ft-long 
warehouse and dropped the roof on 15 refrigera- 
tor trucks. The accident happened late June. 


The Texflame Gas Corp. of Houston, Texas, re- 
cently announced the purchase of the propane 
gas distributing business of Leadbelt Gas Co. of 
Leadwood, Mo. 


Day & Night Manufacturing Co., La Puente, 
Calif., has appointed Robert Gillis Co., Charlotte, 
N. C., and Walter F. Morris Co., Boston, as manu- 
facturers’ representatives. They will cover, re- 
spectively, North and South Carolina, and Vir- 
ginia, and New England. 


California Liquid Gas Corp. recently purchased 
the assets of Home Gas Co. from John Bakshas of 
Grants Pass, Ore. The Home Gas Co. is composed 
of three plants at Grants Pass, Medford, and Cave 


Division. Junction. 





CURRENT L.P. GAS & L.R. GAS PRODUCTION & INVENTORIES 





(A.P.1. figures—in thousands of gallons) 


Bu-Pro Iso- 
Butane Mix 


Other Total Total 
Butane Mixes LPG LRG 


Propane 





’ Production (U.S.) 
361,759 
310,404 

2,245,019 

2,149,572 


183,606 
147,106 
1,205,977 
1,108,699 


52,611 
55,253 
322,310 
318,761 


74,935 
60,440 
397,209 
350,334 


85,352 
66,044 
486,172 
410,772 


778,263 
639,247 
4,676,687 
4,338,138 


280,506 
274,709 
1,670,846 
1,588,683 


‘6l to date 
‘60 same period 
Inventories (6-30-61) 
Zone 15,388 3,186 17 oe re 18,591 27,352 
Zone 59,010 11,925 ree 1,799 1,014 73,748 34,217 
Zone 120,926 34,560 1,036 5,749 75 162,346 18,744 
Zone 97,681 12,026 21,904 1,116 101 132,828 574 
Zone 202,317 229,149 1,066 50,327 14,340 497,199 88,310 
Zone 246,335 121,715 1,022 26,653 71 395,796 5,197 
Zone 5,243 849 8,577 cae ee 14,669 1,475 
703 300 108 115 106 1,332 45,760 
747,603 413,710 33,730 85,759 1,296,509 221,629 
526,687 326,140 23,837 52,180 933,045 115,641 
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Service plays a major part in his success! 


Robert Morse knows how competitive the LP 
Gas business can get . . . that’s why he speaks 
with pride of the long, successful history of his 
company, the Coleman Gas Service of Lockport, 
Illinois. He attributes a good part of this success 
to Cities Service. ““To stay a step ahead of my 
competitors,” says Morse, “I need fast depend- 
able service. Our company has been getting this 


3435 Broadway 500 Robert Street 


from Cities Service for more than 25 years.” 

Like many leading LP Gas dealers, Morse 
has joined the Cities Service branded program. 
He displays the Cities Service emblem because 
he knows that the name stands for dependable 
quality and service. His customers know it, too. 
Go branded and see what the name Cities Service 
can do for you! 


170 University Avenue 


CITIES 
SERVICE 


LP®GAS 


Toronto 1, Canada 


1658 East Euclid 
Des Moines 13, lowa 


626 E. Wisconsin Avenue 
Milwaukee 2, Wisconsin 


Kansas City 11, Missouri 


20 N. Wacker Drive 
Chicago 6, Illinois 


701 Sherland Building 
South Bend 1, Indiana 


St. Paul 1, Minnesota 


3101 Euclid Avenue 
Cleveland 15, Ohio 


7730 Carondelet Ave. 
Ciayton 5, Missouri 
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TAKE ADVANTAGE OF THE 
CORKEN EXCHANGE PLAN 


Yes—now’s the time to change over to recondi- 
tioned Corken equipment with new performance 
guarantees. 


HERE’S HOW THE CORKEN EXCHANGE PLAN WORKS... 


lf you have a worn or damaged pump, your The cost?—about half the price of a new 
distributor or the factory will ship you a recon- pump plus transportation charges both ways. 
ditioned pump with a new pump guarantee. 


You install the exchange pump, and send For more information and price list—see your 


your old one to the factory. You keep the distributor or write Corken's Inc, 
exchange pump. No further change-over is 


necessary. 
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Headquarters for L. P. gas 
~__ Information Since 1931 








Adequate combustion air 
needed in greenhouses 
Minnesota 


A greenhouse that we supply 
propane to has complained that the 
leaves of their plants turn brown 
and eventually fall off. The brown- 
ing usually begins at the base of 
the plant and works up toward the 
top. 

The burner used in the green- 
house originally spilled all products 
of combustion into the house. Since 
the browning began, the owner has 
put a stack on the burner, sending 
the by-products directly outside. 
This has seemed to eliminate most 
of the problem. 

The question arose whether there 
could be a contaminant in the by- 
products of burning propane which 
could be a plant killer. I realize the 
information given is very sketchy 
but perhaps a similar question has 
come up before and you have a 
ready answer. 

J. V: 


There is no contaminant in the L. P. 
gas that should cause the trouble you 
describe. 

A greenhouse can usually be made 
fairly tight and operators are prone 
to close them tight to help conserve 
fuel when it is cold. This tends to use 
up the oxygen and plants will some- 
times “scald,” as some growers term 
it. I have known young celery to be 
completely ruined by lack of ventila- 
tion in a heated greenhouse, but where 
it was properly ventilated, no prob- 
lem was encountered. 

Properly vented heaters should be 
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a problem . 





used, and provision should be made to 
admit adequate air for combustion. 
A vented heater will not discharge 
the products of combustion outside 
if air for combustion is not able to 
get into the room. 

Use proper draft hoods as recom- 
mended by the heater manufacturer. 
Do not connect a piece of pipe di- 
rectly to the outlet from the heater. 


“ ae 


Is there a torch 
for liquid propane? 
The Netherlands 


One of our good customers has 
received an inquiry for the con- 
struction and supply of a big gas 
torch, to be installed in exhibition 
grounds on top of a 60-ft high steel 
pole. The torch will have to give 
an illuminating flare. 

In small-scale tests that were 
made, it was determined that the 
conventional 500-Btu city gas and 
propane could be used as fuel. Per 
hour, then, 14,000 cu ft of city gas 
and 116 gal of propane would be 
fired. City gas is available under 
a pressure of 15 psig. 

The problem now is to provide, 
for this temporary application of 
propane, an installation enabling an 
offtake of 116 gals of propane per 
hour. We would make available as 
such a tank truck of 2000 gals ca- 
pacity, but then the offtake of 116 
gals per hour would be much too 
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Greenhouses should use vented heaters 
. .. LPG torch needed . .. Deodorization 
. Fuel loss in transfer... 
Burning tufts may harm cotton seeds . . 


large for the vaporization capacity 
of the tank. 
We wonder whether you know of 
a torch that could be fed liquid 
propane, and how the burner in 
question is or should be constructed. 
Would it be essential to add city 
gas? The torch will have to be the 
eye-catcher of the exhibition and 
will have to be clearly perceptible 
from quite some distance. The 
flare will have to last 70 hours. 
Could you inform us about your 
experience, if any, on the subject? 
E. N. 


The flare or torch that was used at 
the Winter Olympic games here in 
California during the winter of 1959- 
60 used propane and a luminous flame, 
free of smoke, was readily visible and 
could be photographed. It used about 
40 gals of propane per hour—so was 
not as large as the one you plan. We 
do not see any reason for using the 
city gas. 

The Olympic torch was 8 or 10 ft 
in diameter and shaped like a large 
bowl. The LPG was brought in 
through a group of pipes which ra- 
diated out from a central hub within 
the bowl. The gas emerged from 
openings in the bottom of these radial 
arms, then burned up in a luminous 
flame 15 or 20 ft high. The pressure 
of the gas at the burners was 11 in. 
W. C. 

One hundred and 16 gals per hour 
consumption will need some means of 
vaporization. We do not know of a 
liquid burner that will handle the 
amount of gas you are planning to 
use. We believe though that you can 
use an adaptation of the liquid or 
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vaporizer burner in this torch. I 
would suggest a 3- or 4-in. pipe ring 
partly imbedded in the refractory a 
little bit above the side burner inlets. 
Liquid would then be piped to a regu- 
lator, located inside the enclosure be- 
low the burner, where it would be re- 
duced in pressure to that desired at 
the burners. The gas and remaining 
liquid would then enter the ring 
where vaporization would be com- 
pleted. The vapor would then be 
piped to the burners. It will prob- 
ably require a few minutes to gen- 
erate the full vaporizing capacity of 
the burner. If possible, the ring 
should be exposed on the lower side 
and protected on the top side.—Ed. 


Deodorizing LPG 
is tricky problem 


Brazil 

We read in your February, 1961, 
issue that Japanese L. P. gas dis- 
tributors are interested in deodor- 
izing butane to use it as a propel- 
lent for aerosol. We have the same 
problem in Brazil. 

LPG produced from Brazilian 
crude has a high percentage of 
hydrogen sulphide. Butane is not 
odorized by mercaptan; it carries 
with it the characteristic smell of 
H.S. The deficit in our production 
is made up by imported gas from 
different sources. This is already 
odorized before we receive it. 

Therefore, if we want to supply 
aerosol factories, we will have to 
deodorize the products we receive 
from native refineries and import. 

If you know of companies which 
offer their services in this way, 
please let them know of our prob- 
lem. 

R. V. S. 


Removing sulphur compounds, par- 
ticularly the mercaptans which are 
put in the fuel to odorize it, is diffi- 
cult and tricky. They can be taken 
out by passing them through char- 
coal, caustic washes, copper chloride 
solutions, and some other solutions. 
However, removal of the various sul- 
phur compounds with any of these 
products may not be as simple as it 
would seem. 

We believe one or more of the fol- 
lowing companies may be able to fur- 
nish equipment to remove the sulphur 
compounds: The Fluor Corp. Ltd., 
2500 So. Atlantic Blvd., Los Angeles; 
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J. F. Pritchard & Co., Dept. 113, 4625 
Roanoke Parkway, Kansas City, Mo.; 
Stearns-Rogers Manufacturing Co., 
662 Bannock St., Denver, Colo.—Ed. 


Tracing discrepancies 
in fuel transfer 
Louisiana 

We are having difficulty in recon- 
ciling our bulk plant records and 
wonder if you could clear up a point 
for us. 

We receive our product by motor 
truck. It is weighed and corrected 
for 60 deg at the refinery, then 
billed net by the gallon. It is then 
pumped by the bulk plant pump 
through the plant meter and reg- 
istered on a meter ticket. 

While all of this may check, we 
still run a shortage. A vapor re- 
turn hose is used to equalize the 
pressure while unloading. Advise 
us what percentage of loss is in- 
curred in the vapor necessary to 
replace the liquid pumped out of 
the truck tank. 

A. J. V. 


The amount of vapor that replaces 
the liquid in the truck tank will de- 
pend on the pressure in the vehicle, 
its temperature and the quality of the 
fuel. In referring to quality, is it 
propane, butane or a mixture of the 
two? A gallon of propane will pro- 
duce approximately 36.4 cu ft and 
n-butane only 31.7 cu ft of vapor 
measured at 60 deg. F. and atmos- 
pheric pressure at sea level. 

The amount of gas in the container 
can be calculated by the following 
formula: 

eS 2 Ea Se * 
vV.:.=— — — —- 
7.48 P, Ts 36.4 
Where V: = V:; reduced to liquid 
volume at standard 
conditions. 
7.48 Number of gallons in 
a cubic foot. 

Pi Absolute pressure in 
container = 14.7 + 
gauge pressure. 

P, 14.7 psia = atmos. 
pheric or standard 
pressure. 

T; Temperature of gas 
in container = 460 +- 
gas temp. deg. F. 

Ts Standard tempera- 
ture of 60 deg. F. = 
460 + 60 = 520. 


If the truck is weighed out empty 
when it returns to the refinery after 


delivering the fuel, the above should 
not have a bearing on the quantity 
delivered because the vapor returned 
will be weighed and deducted from 
the total weight of the loaded truck. 

You indicate that these loads check 

with the main plant meter. Where, 
then, does the discrepancy occur? Do 
the sales to customers fail to total 
with these quantities? 

If the sales fail to total, then there 

are a few things to check. 

1. Are your delivery meters ac- 
curate? Have they been checked 
for accuracy lately? Meters, if 
inaccurate, usually cheat the 
seller. 

. Do the meters have temperature 
compensators on them to correct 
to 60 deg.? A 40-deg. liquid in 
temperatures would account for 
3.2 per cent variation in volume 
if no correction was made for 
temperature. 

. How sure are you of your de- 
livery men?—Ed. 


BH 


Cotton seed is sensitive 
to high temperatures 
Israel 


We have been approached by a 
firm that sells seed to solve the 
following problem: 

Cotton seeds, when coming out 
from ginning, still have some tufts 
at the ends which cause difficulty 
when they are put into the sowing 
machine. 

They would like to know if it is 
possible to burn out these tufts 
without injuring the seeds. 

Could you suggest a way to per- 
form this operation? 

I. W. 


The germination qualities of cotton 
seed make them very sensitive to high 
temperatures. The germ would be 
destroyed and the oil in the seed dis- 
colored at temperatures far below 
those required to burn the lint from 
the seed. 

All the cotton seed used for plant- 
ing in this country, and most other 
countries, is de-linted by chemical 
process. 

We do not have the names of any 
companies that manufacture the 
chemical de-linting equipment or any 
information about the chemical or its 
use. 

The National Cotton Council Re- 
search Department, Memphis, Tenn., 
can give you information about the 
process and the names of companies 
that can furnish the chemicals and 
processing equipment.—Ed. 


BUTANE-PROPANE News 





SIRs ne meen omneasnas exe cee 


HORIZONTAL FURNACES 


























KEEP UP TO 20% MORE 
PROFIT WHEN YOU SELL THE 
COMPLETE LINE OF EMPIRE 


GAS HEATING 
APPLIANCES 


Advanced engineering, quality con- 

















struction, competitive pricing, all mean 
more sales opportunities for you. 


Empire cuts installation cost up to 
15%, service costs up to 70% less. 


You keep up to 20% more profit. It 
DIRECT - VENT will pay you to write today for the com- 
plete Empire selling plan. 





MAIL THIS COUPON TODAY 
EMPIRE STOVE COMPANY © BELLEVILLE, ILL. 


Send information on Complete Empire Sales Plan. 
PON aides eccinecantitiincnabiountegpeswsnbiacenbsseatiale j 
DEALER NAME........ siialaelahcaisedalenihnneninescnsaaliae ‘ 
CRAREIG ADO isisiccesccestsithisctstscininiscsnkacs : 
CITY 

ZONE............ STATE 


PACESETTERS IN QUALITY, COMFORT 
AND ECONOMY 
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ROOM HEATERS 
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STUBBORN STAYING POWER KEEPS WORKMASTER V8’s ON THE JOB 


For moving big loads and saving big money, 


Chevrolet’s Workmaster V8’s have know-how aplenty, but knowing when to quit is another story. 
They’ve got a stubborn streak a yard wide that keeps them slugging away on the job when lesser 
engines have given up and gone back to the garage. To put this kind of bullheadedness on a practical, 
paying basis, only the highest quality design features are good enough, and the Workmasters have ’em 
all. That’s why you'll find them under the hoods of veteran Chevy heavyweights everywhere, under 


thick layers of grease and grime attesting to thousands and thousands of miles of trouble-free service. 


Behind the unique Workmaster brand of performance, 
durability and economy is a spare-nothing engineering 
approach which results in a design offering 348 cubic 
inches of tight-packed, top-level engineering know- 
how. In either version, the Workmaster or the 
Workmaster Special, the roster of features offers 
evidence of truck engineering at its best. 


It starts with ultra-uniform, fully machined wedge- 
type combustion chambers @ that deliver top smooth- 
ness and fuel-stretching efficiency. Aluminum 
pent-roof pistons @ are steel-belted at top ring groove, 
with chrome-faced top and oil rings for long life. 
Maximum-duty valving © includes heat-resistant 
aluminized inlet and Stellite-faced high-alloy steel 
exhaust valves, with hardened exhaust valve seat 
inserts and positive-acting Rotocoils. Valve actuation 
is by durable roller chain camshaft drive @ with 
self-adjusting hydraulic valve lifters. Shock-resistant 
forged steel crankshaft © is induction-hardened at 
main and crankpin journals for extra-long wear. 
Premium-quality Moraine 400 main and connecting 
rod bearings @ deliver up to seven times conventional 
bearing life. Full-pressure lubrication system is sup- 
plied by positive gear-type pump @ and includes 
full-flow oil filter as standard equipment. Pressurized 
by-pass cooling system features full circumference, 
full length water jackets @ to keep temperatures 
uniform and minimize distortion and wear. And @ 
a 2-pint oil bath air cleaner is standard equipment. 








Workmaster 


PERFORMANCE DATA Special V8 


Workmaster 





Gross HP @ governed rpm 183 @ 3700 


219 @ 3700 





Gross Torque, Ib-ft@ rpm 


Net HP @ governed rpm 160 @ 3700 


193 @ 3700 





315 @ 2200 


335 @ 2800 





Net Torque, Ib-ft@ rpm 285 @ 1800 


302 @ 2600 





Displacement, cubic inches 348 


348 





Carburetor type 2-barrel 


4-barrel 





MODEL APPLICATIONS 





These are the features that put Chevrolet Work- 
master V8’s in the championship class for performance. 
Why not see your dealer and find out how easy it is 
to get them working for you! . . . Chevrolet Division 
of General Motors, Detroit 2, Michigan. 


1961 CHEVROLET STURDI-BILT TRUCKS <z7eraa” 
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Max. GVW Max. GCW 
23,000 Ib 42,000 Ib 


25,000 Ib 51,000 Ib 
36,000 Ib 51,000 Ib 


Engine Model Truck Series 
Workmaster Special V8 (C70, L70, T70 


Workmaster V8 C80, L80, T80 
M70 Tandem 




















.- «We could prove to your satisfaction 
that you could make more money 
as an independent Skelgas LP-Gas dealer, 


.. would you be interested? 


S 
— _— FILL OUT THIS COUPON AND MAIL TODAY == sem oem cee oon coe oe 


Mr. Don Barton 
Skelgas Marketing, Skelly Oil Company 
P. O. Box 436; Kansas City 41, Missouri 





Dear Mr. Barton: 


Without obligation, and in complete confidence, | would be interested 
in discussing the profit possibilities of an independent Skelgas Franchise 
with one of your managers. | am particularly interested in: 


[| How to gain operating cash from accounts receivable. 
[| How to double my income without additional capital investment. 


[_] How to turn my bulk plant investment into an extra 150,000 gallons 
of gas business per year. 


[_] How to make a $2,000 investment 
produce like $10,000. 








Sp a; S 
é AS 
ree a con? 


CITY STATE Dependable Products 
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Cuyoud Ue “Vine 


By WILLIAM W. CLARK « Editor 


Aren't we glamorous? 


ARE YOU SELLING THE GLAMOR VALUE OF L.P. 
GAS. 

The technique of selling the glamor of its 
product has been employed very successfully by 
the electric industry for years. By sparking the 
buyer’s imagination with glowing and graphic 
descriptions of “tomorrow’s” wonder appliances, 
the kilowatters have very effectively sold the 
more mundane equipment of today. 

In recent years, as the gas utilities have re- 
placed conservatism with a more promotion- 
oriented approach, they too have begun to play 
the glamor game. Increasing emphasis has been 
put on their kitchens of tomorrow, and on the 
vast potentials of natural gas in such unproved 
fields as direct energy conversion (in essence, 
making electricity directly from gas). 

What they can do, we can do—better. There 
is no more inherently glamorous fuel than L.P. 
gas. It has mystery, the mystery of a liquid that 
becomes a gas when it is released to the atmos- 
phere. It has the greatest versatility of any fuel 
in use today. It is the only complete farm fuel 
on the market. 

And, of course, it has a fantastic potential for 
the future. In recent months, we have delved into 
some of the future uses—salt water conversion, 
motive power for helicopters, testing of jet en- 
gines, direct energy conversion, and others. We 
have also examined the gas appliances of the fu- 
ture and the tractors of the future. 

Articles such as these represent a diversion 
from conventional editorial material in a maga- 
zine such as BPN, which is devoted primarily to 
the publication of articles that are helpful to 
readers in the day-to-day conduct of business. 
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In publishing them, we had hoped that we 
would strike a responsive chord; we hoped that 
dealers would recognize their glamor value. Judg- 
ing from the overwhelming reader response, it’s 
obvious that our decisions were justified. The 
two most popular articles were “Energy conver- 
sion is on the move” (April) and “Gene’s Jet” 
(July). Energy conversion is not yet an accom- 
plished commercial fact nor has Gene’s Jet gone 
into production. But dealers who have requested 
tear sheets, reprints, and additional information 
on both are showing their appreciation of the 
tremendous market possibilities that still lie 
ahead. 

We would like to think that the more alert 
marketers are beginning to make capital of our 
favorite fuel’s glamor. In their promotions, and 
in the slant of their sales presentations, they 
should be laying heavy emphasis on this. The 
fact that the clean blue flame will cook a steak 
to perfection is hardly calculated to stir a pros- 
pect’s imagination. But the fact that it can some 
day provide all the electricity for his home— 
that’s exciting. 

And speaking of excitement—did you see 
“Closer than we think” in your Sunday funnies 
July 16? If not, turn to page 4, where the car- 
toon is reproduced. Think of it: LPG has made 
the science-of-the-future page as a fuel of the 
future. 

And, as a postscript: Gas utilities are not wait- 
ing for energy conversion but are already be- 
ginning to sell “do-it-yourself electricity,” com- 
plete generating plants for shopping centers, 
schools, and other institutions. For more infor- 
mation on this development, see page 17. 

More than ever before, gas is on the march. @ 





NEEL WANT WO Stele Wiulelid AGL 


THAT'S WHY | ALWAYS INSTALL DAY & NIGHT WATER HEATERS 


“It's great to get phone calls that say, ‘Please come put in a new water heater.’ But it used to be murder when 
they'd say, ‘Get out here and fix that water heater you sold me!’ 

“So I've gone over to DAY & NIGHT a hundred per cent. With DAY & NIGHT you know you're never going to have 
a bunch of warranty failures. DAY & NIGHT builds heaters a little better than other companies do. Their warranty is a 
lot better than most. And it’s a pleasure to do business with the DAY & NIGHT distributor. Good combination! 

“And since DAY & NIGHT prices are competitive... well, there’s no reason in the world for buying and selling 
second-best instead. Right?’’ Right! For information, write: 


DAY & NIGHT MANUFACTURING COMPANY 


855 ANAHEIM-PUENTE ROAD, LA PUENTE, CALIFORNIA + 4551 SOUTH RACINE AVENUE, CHICAGO 9, ILLINOIS 
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me) -)-1-)-wale) te 
ISSUE 


THE HEAVY EMPHASIS 
IN THIS ISSUE is on 


knowing your costs and knowing 
how to control them. With the 


squeeze on profits growing even 
tighter, many dealers are looking 

for answers to such questions as, 
When is it economical to own a trans- 
port? When is it wise to refuse to 
serve a prospective customer? How 
can I get the optimum performance 
out of my deliverymen? Some expert 
answers are given on the following 


pages. 
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ARE YOU MAKING ANY 
MONEY? Here’s how to check your 


transport and bobtail operations to find out— 


THE L. P. GAS INDUSTRY IS MOV- 
ING AHEAD AT A FAST PACE at all 
levels—production, storage, trans- 
portation, wholesale and _ retail 
distribution. The industry has 
chalked up increases in sales vol- 
umes averaging 10 per cent to 11 
per cent each year for the past 
five years. This is a faster pace 
than the population expansion or 
the general economy of the country 
has maintained. 

Demand for L. P. gas is in- 
creasing. Although new uses are 
being developed, this phase should 
be accelerated and expansion of 
present uses should be intensively 
developed. Continued adequate sup- 
plies of L. P. gas and an expanding 
economy in most areas of the 
United States indicate increasing 
sales in the future if each dealer 
and distributor will increase his 
market expansion efforts on a 
sound basis. 


’ L. P. gas retail distributors with 
national or major regional cover- 
age are expanding through mer- 
gers, acquisitions and internal 
growth. Only well-managed, effi- 
cient operations will continue to 
enjoy satisfactory profits since the 
business is highly competitive. 
Many retailers with L. P. gas 
volumes ranging from one-half mil- 
lion to several million gallons an- 
nually are reviewing operations 
with the idea in mind of obtaining 
greater efficiency. Increased vol- 
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HARRY R. THOMAS 


Management Consultant, Tulsa, Oklahoma 


umes—achieved on a sound busi- 
ness basis—to spread costs over 
more yallons, strengthened price 
schedules and upgraded sales, along 
with improved service are neces- 
sary to stay in the competitive 
“swim.” These retailers generally 
have one to three or four bulk 
plants and anywhere from one to 
seven or eight delivery trucks. In 
some cases the retailer operates a 
transport, hauling L. P. gas from 
the producing plant or a pipeline 
terminal into its bulk plants. 
Independent retailers today may 
want to continue to expand, pos- 
sibly acquiring other operations in 
the area. On the other hand, a re- 
tailer may want to sell out to a 
growing independent in his area, 
or he may desire to merge with or 
sell out to a publicly financed dis- 
tributor with national or regional 
coverage. Whatever course he 
charts the retailer wants to im- 
prove his profit picture, strengthen 
price schedules and operating mar- 
gins, consolidate finances, improve 
safety standards, train and up- 
grade employee efficiency, reduce to 
written instructions all important 
policies and procedures to avoid 


misunderstandings, and take what- 
ever other steps are necessary to 
compete and build a profit history. 

Reviewing costs, price schedules, 
and means of improving profitabil- 
ity must likewise be a continuing 
assignment for each national or 
regional distributor to serve cus- 
tomers, employees, investors and 
the public in the best way possible. 

As with any business, there are 
countless ways in which L. P. gas 
operations can be improved. The 
following examples are used to 
show what has been done by others 
to improve their businesses. These 
or similar approaches can be fol- 
lowed by many L. P. gas retailers. 


Transport truck 


Table 1 shows the revenue and 
expenses on a 7200-gal. water ca- 
pacity propane transport used by 
a retail operation in the Midwest 
which moves approximately 1 mil- 
lion gals. yearly. The study covers 
a 12-months’ period and indicates 
the necessity of higher volume in 
order to make such a transport 
an attractive and profitable invest- 
ment for the retailer. In this in- 
stance, the 1 million gal. annual 
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TABLE 1. Transport truck study for 1-million-gal 


annual L. P. gas load 


International 1960 Tractor (original cost) 
7200 gal. W. C. propane trailer (original cost) 
Gallons propane transported—12 months. . 
Miles driven—12 months. ... 

Number of round trips—12 months. 

Average number round trips per month... .. 
Average gallons per trip 

Average miles per round trip... 

Revenue... 


Costs: 


Depreciation: 
Tractor... 
Trailer...... 


Total—12 months... 


Interest . 
Insurance... 
Licenses, taxes and fees 


Total fixed costs... . 


ee eS 

Fuel (8852 gals. at 17 cents per gal.) 
Maintenance... . 

Tires and tubes. . 

Miscellaneous. . . . 


Total variable costs... . 


Total cost—12 months. . 


Net profit before income taxes—12 months. . 
Net profit before income taxes—avg. per month 
Per cent return on $15,900 invested... . 
Payout in years........ 


CASH FLOW 


Revenue—12 months. . 
Expenses (excluding depreciation). . 
Principal payments....... 


Cash outgo—12 months.... 


Excess cash outgo over revenue. 





Cents 
Per mile 


1,750 
1,400 


~ 3,150 


855 
425 
659 


5,089 


2,150 
1,505 
1,328 
597 
370 


6,950 
11,039 


925 

77 
5.8 

17 


Per gallon 
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Making any money? 





load does not justify a company- 
owned transport. 

The $15,900 original investment 
in the tractor and a used trailer 
unit produced revenue of only 
$11,964 in the 12 months studied. 
Expenses totaled $11,039, resulting 
in a net profit before income taxes 
of only $925, or an average of $77 
a month. This is certainly an in- 
adequate return on _ investment, 
amounting to only 5.8 per cent, or a 
17-year payout. Cash flow is inade- 
quate after making principal pay- 
ments on the tractor-trailer loan; 
cash outgo exceeds cash revenue by 
$1325. 

A conservative depreciation pol- 
icy is followed in this case. The 
tractor was depreciated over a four- 
year period with a $1000 salvage 
value at the end of this period. The 
trailer was depreciated over five 
years with a $500 salvage value. A 
low trailer salvage value was ad- 
visable since it was used equipment 
when purchased and could already 
be considered partially obsolete. 

A rule of thumb frequently used 
for transport truck volumes de- 
mands that a transport haul at least 
one load every working day during 
the year, with additional volumes 
during the peak season, to return a 
satisfactory profit. Transport truck 
operations necessarily must be 
highly profitable to compensate for 
the risk and responsibility of hav- 
ing such heavy units on the 
public highways. The potential 
hazards of delays in receiving prod- 
ucts on schedule, caused by bad 
weather or other difficulties must 
also be considered. Transports are 
a specialty operation and need ex- 
pert attention by management and 
the operating organization if they 
are to give satisfactory service and 
return adequate profits. It is advis- 
able for a retailer operating a 
transport to analyze the profitabili- 
ty. of the operation, since the profits 
are not always as attractive as may 
first appear. 

Table 2 shows the improved re- 
sults where the same 7200-gal 
transport truck may be used in an 
operation selling 2.5 million gal 
annually. In this example, the 
transport hauls 311 loads or 1,949,- 
659 gal a year, averaging 20 loads 
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per month for nine months and 40 
for the three winter months of De- 
cember, January and February. 
The peak winter demand requires 
that 551,000 gal be moved by com- 
mon carriers, since the company 
transport cannot physically haul the 
additional winter requirements at 
the time needed. 

Fixed expenses—depreciation, in- 
surance, interest and licenses, taxes 
and fees—remain constant regard- 
less of the number of trips. The 
variable expenses—payroll, fuel 
maintenance, tires, tubes and mis- 
cellaneous — increase with added 
trips, but revenue gains to improve 
the profitability from $925 net 
profit before income taxes, or 5.8 
per cent return on investment on 
the 1 million gal annual load, to 
$5790 net profit, or 36.4 per cent 
return on investment for the 2.5 
million gal annual load. The pay- 
out improves from 17 years in the 
first case to 2.75 years in the sec- 
ond. Cash flow is improved from 
$1325 excess cash outgo over cash 
revenue to $3540 cash revenue over 
cash outgo annually. This is a gain 
of $4865 ($1325 + $3540). 


Scheduling customer deliveries 


Operating costs in either bulk or 
bottled gas deliveries can be con- 
trolled and reduced by systematic 
scheduling. Table 3 shows total gal- 
lons delivered, miles driven, average 
gallons delivered per mile driven, 
and costs and profits before and 
after regular bulk delivery routes 
and schedules have been set up. 

It is interesting to note that, 
with routes and planned scheduling, 
the gross operating margin is in- 
creased from $13,676 to $22,168, a 
gain of $8492, while total direct 
truck operating costs increase only 
$453. Routes and regular schedules 
make it possible to increase gallons 
delivered from 263,000 to 426,310 
with approximately the same miles 
driven. General overhead and bulk 
plant charges allocated to bulk tank 
gas deliveries total 2.23 cents per 
gal, based on past experience. 
These charges increase directly 
with gallonage gains. The system- 
atic routes and schedules result in 
more efficient use of time and 
equipment. Net income before taxes 
increases from $1430 te $5827. The 
improvement per gallon is 0.83 
cents (from 0.54 to 1.37 cents). 


The systematic scheduling of 
either bulk or bottled gas requires: 

(1) A study of customer location 
and concentration (i.e., the number 
of customers in each direction from 
the bulk plant). 

(2) Dividing the customers up 
into workable numbers in each 
area. 

(3) Laying out workable routes 
within each area to minimize the 
mileage driven. 

(4) Scheduling each route at 
regular intervals such as once every 
30 days. (Ordinarily, deliveries 
should not be oftener than once a 
month; additional savings result if 
customer storage is adequate to al- 
low regular routing on 60-day-or- 
greater intervals. ) 

There are numerous retail L. L. 
gas outlets where excessive delivery 
costs can be converted by system- 
atic delivery routes and schedules, 
into savings which increase profits. 


Costly customer 

In the study of the customer lo- 
cations, routes, volumes delivered 
per stop and costs incurred for de- 
livery systems, side benefits accrue. 

For example, the foregoing study 
will show that a customer at a re- 
mote location using small volumes 
is a doubtful asset. Consider a cus- 
tomer in an isolated location, using 
only 155 gal annually, owning a 
250-gal tank, and requiring one de- 
livery a year. The customer is 26 
miles beyond the norma] delivery 
area, but was taken on by the deal- 
er when he was feuding with a 
competitor. 

A gross margin of 5.2 cents per 
gal over the laid-in cost of L. P. 
gas is received on this sale. This 
results in gross revenue of $8.05 
(155 gal x 5.2 cents). The dealer’s 
delivery truck cost, including driv- 
er’s salary, averages 29.1 cents per 
mile. The round trip (26 x 2 = 
52 extra miles beyond the normal 
delivery area) is costly. The direct 
delivery cost is 29.1 cents per mile 
x 52 miles = $15.13. This cost is 
$7.08 more than the revenue of 
$8.05. Office overhead, insurance, 
interest, taxes, and plant storage 
charges must be added to this loss. 
These charges are conservatively 
figured at 26.8 cents per mile x 52 
miles, or $13.94. These costs when 
added to $7.08 (excess of direct 
costs over revenue), result in a 
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TABLE 2. Transport truck study for 2.5-million-gal 


annual L. P. gas load 


Cents 
Per mile Per gallon 


International 1960 Tractor (original cost) $8,400 
7200 gal. W. C. propane trailer (original cost) 7,500 
Gallons propane transported—12 months 1,949,659 
Miles driven—12 months. ... 60,023 
Number round trips—12 months 311 
Average number round trips per month 26 
Average gallons per trip. 6,269 
Average miles per round trip 193 
Revenue $21 ,633 


Costs: 


Depreciation: 
Tractor 
Trailer 


Total—12 months... 


Interest . 
Insurance... 
Licenses, taxes and fees 


Total fixed costs 


Payroll. . 

Fuel (16,006 gals. at 17 cents) 
Maintenance. . 

Tires and tubes . 
Miscellaneous 


Total variable costs 


Total costs—12 months... 


Net profit before income taxes—12 months. 
Net profit before income taxes—avg. per month 
Per cent return on $15,900 invested 

Payout in years. 


CASH FLOW 


Revenue—12 months. 
Expenses (excluding depreciation) $12,693 
Principal payments 5,400 


Cash outgo—12 months 18,093 


Excess cash revenue over outgo 3,540 
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2,000 gal. W. C. delivery truck: 


Total miles driven (12 months) 
Average gallons dl’d. mile driven 
Gross operating margin. . . 
Operating cost. . 

Driver’s salary or commission. ... 


Total direct costs... .. 
Operating profit. . a 
General overhead charges. 

Bulk plant storage charges..... . 


Total overhead and storage. . 
Net income before income taxes. ... 





Total gallons delivered (12 months)..... 


TABLE 3. Bulk delivery truck scheduling increases 
profits (twelve months) 


Before Regular Scheduling 
Cents Cents 
per mile per gallon 





After Regular Scheduling 
Cents Cents 
per mile per gallon 


426,310 

23,649 
18.0 
$22,168 93. 
3,335 14, 
3,499 14, 
$6 ,834 28 
15,334 64 
5,244 22 
18 





4,263 
$9,507 40.2 
5,827 24.6 





Making any money? 





total loss of $21.02 on one isolated 
customer. 

This single case may not seem 
large, but multiplied by 10 it 
amounts to $210.02; by 20, to 
$420.04; by 100, to $2100.20 per 
year. 


The value of time 


Time is money. Time can be 
wasted or it can be expended prof- 
itably. Operations, sales and office 
personnel can waste time if work is 
not properly scheduled and as- 
signed, or if personnel are not 
properly supervised. Table 4 sets 
forth the value of time in payroll 
dollars for various annual salaries. 

As an example, the dollar waste 
if three $3000-per-year employees 
are each idle—non-productive—for 
one hour per work day for a year is 
$1125 annually. The accumulation 
of non-productive time, excessive 
costs, lost profits, uneconomic de- 
liveries, and other practices which 
reduce income or increase expenses 
can mount into sizeable sums each 
day, each month, and each year. 
Well-planned work and adequately 
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Every hour 
is worth 





TABLE 4. Time is money 


Every minute 


(Based on 260 work days, 2080 work hours yearly) 


In a year 
one hour a day 
is worth 


$0.016 $250 
0.024 375 
0.032 500 
0.040 624 
0.080 1,248 


is worth 








supervised employees are produc- 
tive. The personnel are satisfied 
and the company is more profitable 
and the owners happier. The well- 
run company keeps satisfied cus- 
tomers and performs its first func- 
tion of serving the public properly. 


Summary 


The liquefied petroleum gas in- 
dustry has made great strides for- 
ward and should continue to grow. 
It is so highly competitive that only 
the well-managed, efficient opera- 
tions at wholesale and retail levels 
can profit. 

Each retail marketer should de- 
sire to review its competitive and 
profit position. Whether the retail- 


er expands from internal growth 
and acquisitions, or desires to build 
a business to sell to someone else, 
the retailer will want to analyze 
each phase of its operation to im- 
prove its competitive and profit 
position. 

The examples set forth show how 
major and minor phases of a busi- 
ness can accumulate to have a defi- 
nate impact on profitability. me 





A reprint of this article can be 
obtained by writing on company 
letterhead to the Editor, BUTANE- 
PROPANE News, 198 S. Alvarado 
St., Los Angeles 57, Cal. 
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OPERATIONS 


*s na P 


A GOOD REPORTING 
SYSTEM: the heart of 


your cost control program 








“Our books are open...” 


“We have no secrets in United 
Petroleum Gas,” says President 
Frank Carpenter, and the fact 
that he gave BPN permission to 
publish his operating statements 
proves that he means it. 

Any competitor of United’s is 
free to examine the company’s 
operating statements, Why? 

“Because,” says Carpenter, 
“we want everyone to know what 
his costs of doing business are. 
I believe that if all dealers had 
good cost accounting methods, 
many of them would find they 
are not operating at a profit. 

“In our market areas, the man 
who actually sets the market 
price is the one who charges the 
lowest price for his gas. In many 
cases we don’t try to match his 
price, feeling that we can still 
get our share of the business on 
the basis of superior service. 
Still, there is a limit to how 
much higher we can go, so, in 
effect, he’s setting our price 
for us. 

“If we can’t make money at 
the price he charges, how can 
he? I think in lots of cases he 
doesn’t know how much—or how 
little—he’s making. Therefore, 


I’d like him to copy our account- 
ing methods if he wants to. Let 
him see how much it costs us to 
sell gas, then see if he can do the 
same thing for less.” 

Carpenter thinks a more open- 
handed approach to a company’s 
competitors would help stabilize 
the price and put an end to ruin- 
ous price cutting. 

“The No. 1 need of the indus- 
try is better cost accounting. We 
should have a nationwide con- 
sulting service, which would 
visit every dealer and help him 
figure his costs accurately.” 

If his competitors benefit from 
this sort of help, that’s fine, says 
Carpenter. On the other hand, 
“if they are selling below their 
actual cost, they can hurt us as 
well as ruin themselves.” 
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WILLIAM W. CLARK ® Editor 


AS VICE PRESIDENT OF UNITED 
PETROLEUM GAS Co., Minneapolis, 
D. A. Larson must keep an eagle 
eye on the profit picture in some 
60 districts in Consumers GAServ- 
ice, the retail division of United. 
These are scattered throughout the 
company’s northern area, embrac- 
ing Minnesota, Wisconsin, South 
Dakota and Nebraska; The Flash- 
O-Gas group in the Texas Pan- 
handle; the Liquigas companies 
south of Dallas; and the White 
River group in Arkansas. 

Says Larson: “The only way to 
control your costs is through good 
reporting. Adequate records are 
important, but they are only useful 
as they are set forth in a reporting 
system that will spot the profit 
leaks and help the local managers, 
and us, find ways to reduce costs.” 

E. P. Pieper, secretary-treasurer. 
designed an abbreviated statement 
of income which gives the full pic- 
ture of a district’s performance 
each month at a glance. For closer 
analysis of income and outgo, it is 
supported by a detailed “Statement 
of Operating Expenses, Other In- 
come, and Other Deductions.” 

These reports are compiled and 
published as soon as possible after 
the end of each month. Pieper has 
set up a flexible target date of the 
10th to the 12th of the following 
month; this timing enables the ex- 
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Reporting System 





STATEMENT OW INCOME 


For Month of _ April and 


Ourrent Month 


Months Ended April _1961 and 1960 





ecutive staff and the district man- 
ager to take prompt action to cor- 
rect any trouble spots that show up. 

The statements are distributed 
to all districts, so every manager 
has an opportunity to measure his 
own performance against that of 
the same month last year and year 
to date. 

Let’s examine the form of the 
abbreviated statement to see the 
story it tells both central and local 
management: 

As can be seen, it is ruled off into 
columns showing “Current month,” 
subdivided into “This year’ and 
“Last Year;” and on the other side 
of the listing of items, “Year to 
date,” subdivided into “This year,” 

“Percent of sales,” “Last Year,” 
,08151 and “Percent of sales.” 
0068 | Because of monthly fluctuations, 
yea caused by weather and other fac- 
tors, it isn’t necessary to break 
down the months by percentages. 
The year-to-date percentages are 
the important ones in showing the 
operating picture, according to 
Larson. 


Year to Date 
| & to 
This Year | Sales 


Sales: Gas 94.9 | 


si 


Me 
Total Sales 
Cost of Sales: Gas 
Mdse 








This Year Last Year 


12,921. 


Last Year 














733,233.31 








Total Cost of Sales 
Gas 


Mdse. | rane baa 
Total Gross Profit 6,038.7 Aig 
).65 | Operating Exp | nea | 
1 3,472.99)| Operating Income | 5,00L.61 | 
[3,663.07 | 4.7 
202.68 | Gther Deductions | 666.9% 9 
| £720.17) | €3,168.68) [ 6, 020. 7h [10.4 7,235-1_| 
{350.005 | Z1,584.00$| Provision for Taxes [ l,010.00 | 5.2 3,618.00 
(MOAT S| LT,SH-ETS] wot Income — Safi en 
1,000.00 — T35205.03 | Depreciation kxpense [ 5,600.00 ~ 5,812.12 
| 618-35} cash Flow 9,610.7 I iz. zo 1430.03 | 
479, 088 484,735 
T 
Hours worked in 


67,626 
1551 
-0788), 
a ae | 
Add: Gains excess of standard 
Less: Losses 2 work week: 30.9 tae 
Customer Inv. - End 112 
| Customers, Beg.of Yr. 1013 Eapleyere 7 1 


1142 
Balances end of Month: 


Gross Profit: 








32,115.89 
4 5,594.50 
~ 2,296.72 
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Income Before Taxes 
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| Remarks: 
Receivables 
Merchandise Inventory 


51,737.54 
25,086.02 


47,994.19 
15,680.66 














STATEMENT OF OPERATING EXPENSES, OTHER INCOME AND OTHER DEDUCTIONS 


For Month of April _ and. 4 and 1960 


Months Ended _ April 196) 





Current Month Year To Date 








This Year Last Year This Year | © P®* | Last Year 


Here's a report from 
While 
division's performance, it 
operations can be seen 


Division districts. 


one of United's Northern 
not representative of the 
illustrates how a locality's 
at a glance and quickly 


analyzed from a good, brief report. (1) Note the 
sharp drop in sales for the year to date. However 
(2), gas sales are up for the month. Overall cost 
of sales has been reduced (3) despite an increase 
in cost of sales of merchandise. This gives (4) a 
slightly improved gross profit percentage for the year 
to date; for the month (5) there's a sharp gain. 
Operating expenses, percentagewise, are up slightly 
(6) although down in dollars, and for the month (7) 
they are substantially down. Operating income is 
down slightly for the year (8), but up for the month 
(9%), although still in the red. Net income is up for 
the year (10), but cash flow (I!) is down because 
of a drop in depreciation expense. Note that a 
concentrated effort has reduced overtime sharply (12) 
with no increase in employees. But there are two 
trouble spots: receivables have increased despite a 
drop in sales (13), and merchandise inventory has 
increased more than 60 per cent. 

The supporting statement gives the answer to some 
questions posed by the "Statement of Income." Truck 
repairs (14), a controllable item, are up shorply, 
for example. Bad debts (15) have risen. 
total expenses (16) are down slightly. 


However, 


Gal. 
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Salaries & Wages 
Sales Commissions 
Manager's Expense 
Salesman's Expense 
Employee Insurance 
Sub-Total 


| il, mite 39 








11,909.77 
"198.22 


237.18 


lj 
| _ 589.49 
| 12, 934.66 


[1,0 1030.83 
1510.67 
2,541.22 


Truck Repairs 

Truck Gas & Oil 
Sub-Total 

Demurrage 

Plant & Equip. Maint. 

Employee Tools & Exp. 
Sub-Total 

Office Exp. & Postage 

Bank Charges 

Legal & Professional 

Advertising 

Contributions 

Dues & Donations 

Collection Expense 

Bad Debts 

Recoveries, Bad Debts 
Sub-Total 

Rent 

Utilities 

Telephone & Telegraph 
Sub-Total 

RE & P. Prop. Taxes 

Payroll Taxes 

Truck Licenses 

Other Taxes & Licenses 
Sub-Total 

General Insurance 

Administrative Chgs, 

Depreciation 

Amort, of Franchises 

Less: Alloc. To Capital 
Total Expense 

Penalties 

Purchase Discounts 

Lease Charges 

Rental Income 

Service Charges 

Fin, Chgs. & Int. Inc. 

Gain on Sale of Assets 

Sundry Income 
Total Other Income 

Interest Expense 

Discounts Allowed 

Amort. Loan/Org'n Exp. 

Loss on Sale of Assets 

Sundry Deductions 














617,60 
182.37 
799.97 
~ 976.58 
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For Month of April 


STATEMENT OF 


INCOME 


and 4 Months Ended April, 1969. 





Current Month 





This Year 


T 
| 
Last Year 

4 





Year to Date _ 


% to Zt. | 


This Year Sales 





{12,684.36 | 13,704.30 
363.41 804.60 | 
13,047.77 | 14,508.90 _| 
5,234.88 

290.73 
3,525.61 





6,037.89 
570.56 
6,608.45 








7,449.48 | 7,606.41 | 
75,68 | 334,04 
7,522.16 | 7,900.45 

+ 








5,914.98 6,266.60 
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[5,007.16 | 3,635.85 
EE EE 
[258,95 241.33 








92.27 95.32 








1,773.86 1,779.86 
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i] 





__1,565.00 | 


7987.86 | 2,455.86 


Sales; Gas | 
Merchandise 
Total Sales 


omen, BRR 
[27,930.17 


Cost of Sales: Gas % 
Mdse. | 


59,058.29 


We a hd ee es 

[2,877.95 
$1,936.24 

ST. - E 





2,318.82 | 80.6 | 2,698. 


Last Year Sales 
nn 


29,501.97 | 4 





Total Cost of Sales L 


Gross Profit: Gas 
Mdse. 


30,248.99 32,200. 
ad an A BE 


52. 7 732,913.44 
Lis 874. 





Total Gross Profit . 
Operating Expenses 


Operating Income 


Other Income 
a 


ROERS SEN Wn ee 
23,274. 7 .6 
ee 
6,412.59 | 13.6 
= mas ns _ + — 
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4,745.01 | Bi @ DEEL? 
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31,687.25 | 57.2 f733,788.36 | 51 


| 9,726.03 
=~ | 


| EERE MSE 
| 24,062. 
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448 12 ov 474. 








Income Before Taxes 
Provision for Taxes 
Net Income 

Depreciation Expense 


Cash Flow 
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[6,354.00 _|~ 
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6,355.48 | 10. 
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10,755.48 | 17. 





| 59,440.00 62,980.00 | 
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Gallons Gas Sold 
Av'ge Resale - Per Gal. 
Cost Used - Per Gal. 


Net Profit - Per Gal. 


288 ,086 
a 2050 
.0970 
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| Add: Gains 

| Less: Losses 
Customer Inv. - End 
| Customers,Beg.of Yr. 
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Hours wor’ 
excess of 
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Employees 
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: 10.0 
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| Remarks; Balances end 


of Month: 


Receivables 
Merchandise Inventory 


10,555.25 11,818.84 
6,927.25 9,001.47 














This “Statement of Income" shows how 
net profit can be increased in spite of a 
Note the reduction in 
sales (1), the dollar loss in gross profit 
(2), but the unchanged percentage-of-sales 
profit figure. But other income is up sharply 
(3), mainly because of sales of assets, giv- 
ing an improved total net income figure 
(4). Depreciation write-off has: been re- 
duced, however, so cash flow [in dollars) 
is off (5). Per-gallon net profit is up (6). 
Customers hove been lost (7), which ex- 
plains part of the decrease in sales (weather 
explains some of it, too); natural gas is 
moving in. Note the excellent reports (8) 
both ore 


decrease in sales. 


on receivables and inventory; 


down measurably. 


Now, as to individual items: 


First, sales: “To simplify the re- 
port, we have combined bottled and 
bulk gas sales,” says Pieper. ‘We 
used to break them down on this 
report, but found it served no use- 
ful purpose. The separate figures 
are useful locally, so the district 
managers do break them down; 
this information is therefore avail- 
able, but in the interests of simplic- 
ity it has been eliminated from the 
reports.” 

(The reports presently being 
used, incidentally, are a product of 
several years of experimentation. 
As a need for a change is seen, they 
are modified accordingly.) 

In this report, “merchandise” in- 
cludes appliances, parts, and equip- 
ment. The two items are then to- 
taled. 

Cost of sales: Cost figures are 
given for the two items, “gas” and 
“merchandise,” and these are added 
to provide a “Total cost of sales” 
figure. 

“In costing our gas,” says Larson, 
“we arbitrarily add 5 per cent to 
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the recorded cost to take care of 
‘unaccounted for’ gas. This is not 
necessarily accurate, but it is suffi- 
cient to cover probable gas losses, 
and we adjust it against actual 
inventory at the end of the year.” 
This makes it unnecessary to take 
an inventory each month. 

Gross profit: United Petroleum 
Gas tries to maintain a 50 per cent 
gross margin. This is not always 
possible, because the local competi- 
tive situation usually prevents the 
districts from taking a full markup 
on their appliances. Frequently, the 
cost of sales in merchandise will 
amount to 80 per cent or more of 
actual sales at retail. However, 
since the dollar volume of gas sold 
is usually several times that of ap- 
pliances, this loss of margin does 
not affect the total picture too se- 
verely. For example, in one district, 
the cost of gas runs 51.6 per cent 
of sales and the cost of merchandise 
86.6 per cent, but the combined 
figure is 53.3 per cent—not much 
over the United goal. 

To get a quick picture of gas 
costs and selling prices, United 


management refers to a breakdown 
which appears near the bottom of 
the page. This shows “average re- 
sale, per gallon,” “Cost used, per 
gallon,” and “Net profit, per gal- 
lon.” Since the figures in these 
categories are given for the cur- 
rent month this year and last, as 
well as the year to date this year 
and last, it’s a simple matter to 
spot cost and price trends. 

Note that the same grouping in- 
cludes figures for gallonage sold 
in the same period. This can pro- 
vide a quick clue to some factors 
that might affect price. 


Operating expenses: These are 
lumped together in a single figure 
on this form, although they are 
broken down carefully on the sup- 
plemental statement. In total, 
these are averaging about 40 per 
cent of the sales dollar throughout 
the company. 


Operating income: This is ar- 
rived at simply by subtracting op- 
erating expenses from gross profit. 


Other income and other deduc- 
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STATEMENT OF INCOME 


For Month of April __ and _ Months Ended __April_ 1961 and 1960 tions: As with operating expenses, 
the individual items in each of 
these categories are lumped into 
the two total figures. Itemizing is 


done on the supporting statement. 
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Cost of Sales: Gas 


Income before taxes, the next 
item, is self-explanatory. 
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2167.62 Total Cost of Sal 
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Provision for taxes: Pieper ar- 
ee bitrarily sets aside 50 per cent of 
2 1€9, 868.00] 20.2 net income for taxes each month. 
1 6,su5.96-} 155 “It would be too complicated to try 
WS | SE et 3.1 to get an exact figure,” he says. 
[1,638.75 | 3.0 Cb, BS. 2 v9 The 50 per cent figure is more than 
819-00 E-5"]€2,428.00)| “.9 ample to cover the actual tax 
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Operating Expenses 
Operating Income 





Other Income -©5 b.9 
Other Deductions 








Income Before Taxes 
Provision for Taxes 
Net Income 
Depreciation Expense 
Cash Flow 


Cash flow: This, says Pieper, is 
a most important figure. It is com- 
posed of net income after taxes 
plus depreciation and other non- 
cash charges. On the income state- 
ments, it is computed simply by 
adding the two preceding items. 

At the bottom of the short in- 
come statement there are three 
boxes. One is a tabulation of cus- 
tomer “inventory.” This shows 
total customers at the beginning 
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Net Profit - Per Gal. 
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work week: 
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Merchandise Inventory 

















STATEMENT OF OPERATING EXPENSES, OTHER INCOME AND OTHER DEDUCTIONS 


For Month of April... and __ 4s Months Ended __ April _ ind 
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| This Year 


1961. 1960 


LAGE 


Year To Date 





Current Month | 
T 


¢ Per 
Gal. 


¢ Per 
Gal. 


This Year Last Year Last Year 


4 
4,249.16 | Salaries & Wages 

| Sales Commissions 

___ 327.80 Manager's Expense 

ei | Salesman's Expense 


| 117.73 10.50 Employee Insurance 
3,092.11 4,566.46 


Here's a district that has shown sharp 
i, Sub-Total 
170.74 1,042.55 Truck Repairs 


improvement. Total sales are up (I), yet a 35 | 
: * 383.41 45-15 Truck Gas & Oil 

cost of gas sales is down percentagewise [534.15 | 1,527.74 | = Sub-Total 

(2), reflecting what can be done when the Pient & quip. Matat, 

price line is held almost steady while the | Baployee Tools & Exp. 
-Tota 

cost (3) has dropped nearly a cent. Ex- 14.77 _ | Office Exp. & Postage 

penses (4) are down, and while other in- ; 

come (5) is off sharply, net income is far 
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| Legal & Professional 
Advertising 








1,454.88 
__ 35.43 








ahead of the previous year. 


Even though 


| Collection Expense 


Contributions 


Dues & Donat 


Bad Debts 


ions 





depreciation expense is off (7), the rise in 
net income has resulted in a healthy boost 
in cash flow (8). 

One reason for the net profit increase 
was a big cut in employee costs. Note 
they ran 5.5 cents per gal in 1960 while 
the total gas markup was only 6.2 cents! 
They have now been brought into line with 
the cents-per-gallon figures for other dis- 
tricts. Truck costs are down, too (10), as 
are office expenses and postage. All these 
improvements more than offset (12) the 
sizeable loss in other income (13). 


291.63 | 

% $3.00 a | 

_ 444.93 | 
130.00 _ 

[200.00] 
1,320.00 _ 
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Sub-Total 

General Insurance 

Administrative Chgs 
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Amort. of Franchises 
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Penalties 


4) Purchase Discounte 


Lease Charges 
Rental Income 
Service Charges 
Fin. Chgs. & Int. Inc, 
Gain on Sale of Assets 
Sundry Income 
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Discounts Allowed 
Amort. Loan/Org'n Exp. 
Loss on Sale of Assets 
Sundry Deductions 
Total Other Deduct's 
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CONSUMERS GASERVICE - NORTHERN DIVISION 
A 





[vi A 
Related in Percent of Sales 





Twelve Months Ending December 31, 1960 
(listed in Order of ons Flow for 1960) 


(5) (6) (7) (9) 





Sales 

Cost of Sales 

Gross Margin 

Operating Expense 

Other Income 

Other Deductions 

Income Before Taxes 

Cash Flow # 1960 
1959 

Not Profit 1960 
1959 

(After taxes per gal. 

of gas - in cents) 


Sales per Employeo $27,385 | $31,859 


"#1959 only 


Net 
Return on Invested Capital 














$19,022 | $24,926] $25,713 


*#Cash Flow on this Comparison is Income Before Taxes plus Depreciation. 





100% 


$37,856 | $20,292 




















$25,524 $29.17 | $19,645 























Each quarter, United Petroleum Gas prepares and publishes to all its district managers a “Comparative Operating Statement" for the 
entire division. A column is devoted to each district, and the final column shows the division average. Note United is bettering its goal 
of 50 per cent cost of sales; that cash flow increased from 1959 to 1960; that net profit per gallon increased in the same period; that in- 
come before taxes averaged 13.4 per cent; and that sales per employee averaged $26,045. 


of the current month, customers 
added, customers lost, total cus- 
tomers at the end of the month, 
and customers at the start of the 
year. 

In just five separate figures, this 
inventory report gives United ad- 
ministration a good indicator as 
to trends in sales in each district. 
For one thing, the “end” figure 
can be weighed against gallonage 
figures. As an example, is gallon- 
age down in the district? Is cus- 
tomer inventory also down—or is 
it up? If down, it might explain 
the loss in gallons; if up, it would 
indicate that weather was unsea- 
sonably warm or that there was 
some other factor responsible. 

In addition, how about gains and 
losses? Perhaps there is a net gain 
for the month, but were losses 
high? In other words, was there 
too much “inventory turnover?” 
This can be expensive. United exec- 
utives might wonder, why the 
turnover? Is it poor local man- 
agement? 

Ordinarily, the figures are such 
that they give no cause for alarm. 
The trend will generally be upward, 
and of a magnitude that is con- 
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sistent with local conditions and 
past performances. In addition, 
unfavorable trends can frequently 
be explained away. For example, 
one district might be losing cus- 
tomers steadily because natural gas 
has just invaded the area. (Some- 
times, now that United has a gas 
utility division of its own, it’s tak- 
ing them away from itself.) Such 
reasons are well known to United 
executives, so they know about 
what losses to anticipate. 

(It’s the same way with the 
weather. If it’s weather that causes 
gallonage to drop, they are well 
aware of it before they get the re- 
port.) 





E. P. Pieper 
United Petroleum Gas 


Nevertheless, the company al- 
ways wants to be able to find out 
why a customer was lost. For this 
reason, every district manager is 
required to prepare and keep on 
file a report on every lost customer, 
explaining just why he was lost. 

(Here is another prime example 
of the difference between record 
keeping and reporting. This record 
is always available, but it is not 
reported; management can study 
the record if it wishes, but it’s not 
allowed to clutter up the skeleton- 
ized report.) 

A second box at the bottom of 
the form recaps “hours worked in 
excess of the standard work week” 
—in other words, overtime—for the 
current month and for the same 
month and year previous. Below 
these figures are listed the number 
of employees today and the number 
in the corresponding month a year 
ago. 

While the general manager ana- 
lyzes overtime reports every month, 
the year-end report provides the 
best clue to how to reduce it. With 
12 months’ statements before him, 
he can visualize the seasonal fluctu- 
ations which may make a certain 
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amount of overtime necessary. On 
the other hand, a steady year-round 
pattern would call for decisive ac- 
tion. 

A third box at the bottom of the 
form lists month-end balances of 
receivables and merchandise in- 
ventory, both compared with the 
same date a year previous. These 
figures put trends, good or bad, 
in the spotlight. Are receivables, 
for example, going up in relation to 
sales? Any danger signals on the 
condensed report call for an analy- 
sis of a district’s records. 

Accounts are aged every month 
by the district, and one copy of 
the analysis is forwarded to the 
main office. During the succeeding 
month, payments on delinquent ac- 
counts are recorded on the district’s 
copy of the analysis; that copy is 
then in to the Minneapolis sent 
then sent in to the Minneapolis 
office along with the new age analysis. 

To hold receivables in line, 
United hired a full-time collector 
for the Northern division. The man 
is out of the office three weeks out 
of four, working in 17 districts. His 
schedule is such that he visits each 
one about once every three months. 

“We’ve found that a collector, 
making personal calls on delinquent 
accounts, is effective,” says Larson. 
“Especially if he is from out of 
town.” 

Merchandise inventory figures 
can be another danger signal. “At 
the end of 1960,” recalls Larson, 
“we bore down hard on reducing 


inventories.” The effort is paying 
off. 

Of course, there are certain times 
of the year when inventories are 
expected to increase—in the spring, 
for example, when United takes 
carload shipments of appliances at 
favorable quantity prices. 

* - * 

The supporting form, “Statement 
of Operating Expenses, Other In- 
come, and Other Deductions,” has 
the same columnar arrangement as 
the condensed form. However, in 
place of “percentage to sales’ fig- 
ures on the year-to-date side, 
“cents per gallon” figures are used. 

Salaries, commissions, wages, 
and employees’ insurance are shown 
individually, but sub-totaled to- 
gether; and the cents-per-gallon 
figures is derived from this sub- 
total. Sub-totals are similarly 
drawn for other groups of expense 
items. Then a grand total of ex- 
penses is made, opposite which is 
a cents-per-gallon figure for the 
total. 

These cents-per-gallon figures are 
useful to United management in 
analyzing costs. Says Larson, “We 
cannot regulate prices in the dis- 
trict; these are dictated by com- 
petition. But we can regulate 
costs.” Reducing them to a pennies- 
per-gallon basis relates them to the 
selling price of the gas. If the price 
can’t be raised, one or more of the 
costs might have to be cut in some 
manner. 

Another benefit that accrues 
from showing costs in this fashion 








San Remo Estates, a lush housing development on Florida’s west 
coast, finds gas lights a potent factor in pushing sales of its 363 home- 
sites. San Remo is typical of the nationwide gaslight resurgence 
in which many building developers install this reminder of a nos- 
talgic era. But it is more than nostalgic appeal that leads the aggres- 
sive LPG dealers to the rediscovery of the old time charm of the gas 
lights. Today, estimates of the total number of gas lights in service 
run as high as three-quarter of a million. 





is that it clearly demonstrates the 
difference in costing requirements 
between regions. For example, in 
the South, laid-in prices are much 
lower than in the North, so a 50 
per cent margin there might yield 
only 5 cents as against 8 in the 
North. 

Beneath the listing of expenses 
on this statement is a recap of 
“other income” items. One of these 
in particular is watched very close- 
ly—purchase discounts. While it 
is small compared with some of the 
other entries, it is controllable. 

“We try to impress upon our 
managers the importance of taking 
cash discounts whenever they are 
offered. It doesn’t matter if they 
deplete their cash to do it: we can 
always arrange a loan. The money 
you can make on a cash discount is 
higher than on any other phase of 
the business.” 

Higher? Two percent, 10 days? 

“Certainly,” says Pieper. “If you 
receive 2 per cent for paying in 
10 days, you are actually making 
that amount for paying 20 days 
early (since net is usually figured 
at 30 days). That amounts to 
1/10th of 1 per cent per day. In 
365 days, it comes to 36.5 per cent. 

“The amount of discount we 
take, annualized, amounts to double 
what we pay for money borrowed 
on a short term loan.” 

Every quarter, United makes a 
comparative operating statement, 
consolidating the reports of every 
district within a division in a single 
form. Districts are listed in order 
according to cash flow, and a final 
column gives averages. This form 
is distributed to every district man- 
ager. It’s one more means of mak- 
ing managers cost- and profit-con- 
scious. 

Is it succeeding? You’ll find your 
answer in the net profit averages 
for 1959 and 1960. In 1959, in the 
Northern division, United districts 
made 1.35 cents net profit per gal- 
lon. In 1960, they made 1.52. That’s 
better than a 12% per cent gain, 
gallon for gallon. w 





A reprint of this article can be 
obtained by writing on company 
letterhead to the Editor, BUTANE- 
PROPANE News, 198 S. Alvarado 
St., Los Angeles 57, Cal. 
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FOR TOP WINTER TRUCK 


PERFORMANCE: maintain 
carefully, preheat engines 


LYLE HARBECK « Sales Manager, Allen Industrial Products Inc. 


WHEN TRUCKS OPERATE IN EX- 
TREMELY LOW TEMPERATURES, prop- 
er winterizing with mechanical 
heating systems provides low cost, 
efficient operation. 

Studies by research groups, mili- 
tary forces, government agencies, 
and manufacturers prove that you 
can get all the power you need— 
even under arctic conditions—if you 
follow a planned program of win- 
terization. 

Know-how is important, since the 
truck you use in cold weather is 
the same one you use the rest of 
the year. Pre-winter preparation 
starts with a good year-round 
maintenance program. 

In addition, we recommend that 
a check list be established by your 
maintenance department before 
the equipment goes into winter op- 
eration. Many items have recom- 
mendations by the individual en- 
gine manufacturers, so your main- 
tenance department should use the 
engine maintenance book as a guide 
when checking: 

Generator 

Magneto gap setting 

Ignition setting 

Spark plug gap 

Adjustment of carburetor 

Installation of 180° thermostat 


*Adapted from a paper presented at the 
Society of Automotive Engineers’ Na- 
tional Transportation Meeting. 
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Installation of radiator shutter 
Installation of permanent anti- 
freeze 

Refill of air cleaner with prop- 

er oil 

Change of motor oil 

Lubrication 

Proper lubrication is very im- 
portant in winterizing. Any repu- 
table oil company can assist you in 
making recommendations for the 
right kinds of lubricants. Caution 
should be taken in lubricating, 
since forcing moisture through 
grease fittings can cause a consid- 
erable amount of trouble. Make 
sure that an ample amount of 
grease is forced through the fit- 
ting, particularly in icy, wet con- 
ditions. 

The maintenance program obvi- 
ously starts with the engine, and 
engine starting problems are some 
of the most difficult to contend 
with in cold weather. 

Incidentally, diesels are harder 
to start in freezing weather, be- 
cause it’s the heat of compression 
that ignites the fuel. In sub-freez- 
ing temperatures, cylinder walls 
absorb this heat almost as fast as 
it is generated, thus preventing 
ignition. Partially heated air en- 
tering the cylinders forms con- 
densation on the cold walls, which 
also affects combustion. 

On spark ignition engines, cold 
air rushing through may ice the 


carburetor and stop fuel flow to the 
carburetor. 

Sub-zero air sucked through an 
oil bath cleaner tends to congeal 
the oil on the strainer, cutting 
down the amount of air entering 
the cylinder. Using an oil of the 
right viscosity in the air cleaner is 
an important factor in winteriza- 
tion. Normal oils used for operat- 
ing in higher temperatures cause 
increased drag and greatly exag- 
gerate the internal friction of the 
engine when they are subjected to 
lower temperatures. Consequently, 
the efficiency of the starting motor 
is affected, fuel consumption is in- 
creased, and the oil is diluted. 

The most common methods for 
solving cold weather starting prob- 
lems are to: decrease the viscosity 
of the oil, use some type of fuel ad- 
ditive starting aid, and use booster 
batteries. Any of the aforemen- 
tioned methods, or all three com- 
bined, may help start your engine. 

Batteries are very important 
factors. Low temperature affects 
them in two ways: First, they 
have to deliver more cranking 
power than usual to overcome ‘the 
friction drag of the engine. Sec- 
ond, when the mercury drops, bat- 
tery power drops right with it. You 
get only half the power from a bat- 
tery when the temperature drops 
to 10 deg. F. At 30 degrees below 
zero, battery power is cut to about 
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Insulated Battery Box 

Pump 

Oil Pan Heat Exchanger 

Self Contained Heater - Gas Fired 
Thermostat 

Electric Fuel & Feed Control 
Control 

Defroster Assembly 

Personnel & Defroster Heater 


Fig. |. A gas-fired, hot-water-circulating boiler-type system is recommended by the author as the best of the four methods 
for preheating engines, batteries, and cabs. 


Winter truck performance 


1/10th. Both figures are cn fully 
charged batteries. Imagine what 
happens if one cell of the battery 
it not functioning properly. Bat- 
tery re-charging is also a problem 
at low temperature. When bat- 
teries are exposed to below-zero 
temperatures, very little of the gen- 
erator output is utilized to re- 
charge the battery. Keeping bat- 
teries at full charge is important. 
Switching to larger batteries helps, 
although this may be difficult in 
modern compact-engineered equip- 
ment. 

Each of these three cold-weather 
starting aids has its own peculiar 
limitations and problems. There- 
fore, the practical approach to op- 
erating transportation equipment 
in extreme temperatures is to equip 
the engine and batteries with a 
self-contained gas-fired heater, ca- 
able of warming the batteries be- 
fore using the starter. This same 
heater can also warm the engine 
oil, engine water jacket, cab in- 
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terior, etc. Even at temperatures 
as low as 40 deg. below zero, an ex- 
ternal heating source can bring 
batteries to working temperatures 
in 10 to 15 minutes. 

Modern engines are precision- 
manufactured and tough. But they 
must be treated with care if you 
expect economical operation. Pro- 
viding a normal year-around ambi- 
ent for engine operation is a sen- 
sible approach to economy, long 
life, and more hours of operation. 

Let’s analyze the four methods 
of heating engines and batteries. 
There are several good commerci- 
ally manufactured gas-fired self- 
contained heaters, ranging from 
15,000 Btu to 150,000 Btu. Electric 
heating systems are also avai'able. 

The first method (Fig. 1) utilizes 
a gas-fired, hot water-circulating 
boiler-type system, installed on the 
side of the engine or in a heater 
compartment mounted externally on 
a fender or on the cab’s firewall. 
With this system, two holes are 
drilled in the engine oil pan and a 
coil heat exchanger is inserted in 


the pan. Hot water is then pumped 
by an electric pump: from the 
heater to the oil pan, from the pan 
to the engine block at the top front, 
and from the engine block at the 
lower rear back into the heater. 

An insulated battery box, if pro- 
vided with a heat exchanger, can 
be heated with the same hot water 
system. 

The usual procedure is for the 
operator to turn on the heater igni- 
tion 10 or 15 minutes prior to 
starting the vehicle. The heater 
automatically fires, going into its 
full cycle of operation. Oil tem- 
perature may be raised from 20 or 
25 deg. below zero to 50 or 60 deg. 
above zero; the water jacket around 
the cylinder walls, to 80 or 90 de- 
grees. The ambient temperatures 
of the battery will be raised 15 to 
20 degrees, depending on the type 
of heat exchanger. With this sys- 
tem, the cab heater is ready for full 
operation the minute the engine 
starts. If the operator leaves the 
system on as a booster for another 
10 or 15 minutes, he can completely 
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the concentration is on 


PERFORMANCE 


% HARPER-WYMAN COMPANY 


8550 SOUTH VINCENNES AVENVE 
CHICAGO 20, ILLINOIS 


Impress a housewife with all the exciting performance fea- 
tures of today’s modern gas range and the chances are good 
that she’ll buy. But then she will expect the claims you made 
to be kept. Delivering the performance you promise is the 
purpose of Harper-Wyman. For it is the accuracy and reli- 
ability of the controls and burners we produce that can often 
mean the difference between trouble-free range performance 
and an unhappy customer. Performance? It’s the focus of 
every man, method and machine at Harper-Wyman. So when 
a control or burner has passed from our hands to yours, and 
then into a housewife’s, you can rest assured she'll be a 
satisfied customer for years. 


you’re safer selling HARPER controls... 


UNI-MATIC Flame Selector ALL-TEMP Oven Control ALLTROL Center Simmer 
... the most “‘intelligent’’ System... the new low’ ...the original and finest 
Burner-with-a-Brain* ob- temperature system for ‘2 in 1” measured-heat 
tainable. greater oven versatility. burner. 


*A.G.A. Mark © Am. Gas Assoc., Inc. 


see reverse side for complete information on the ALLTROL® Center Simmer Burners 








~ 


Youre safe selling HARDER corti. 








ALLTROL’ Center Simmer... 
the original “2 in 1” measured-heat burner 


-Experience is your partner when the ranges you sell are Actually 2 burners in 1, the ALLTROL provides the 
equipped with ALLTROL® Center Simmer Burners. For right cooking heat for every need . . . quickly, accurately, 
here—created by Harper research—is the original meas- safely. Saves on gas consumption, too. And like all Harper 
ured-heat burner that’s “clicked” in over 8 million Amer- controls and burners, the ALLTROL Center Simmer is 
ican homes! And what a big sales feature they give you. quality-built to help your ranges sell faster. ..and stay sold. 


GIVES YOUR CUSTOMERS A FULL RANGE OF HEATS 


Full flame position intermediate heats Center Simmer on full ~ Center Simmer “keep warm” 
Instant full flame brings food “Click”... any medium heat “Click”... efficient Center “Click”... tiny beads of flame 
to cooking heat in the short- desired, down to small beads Simmer maintains boiling ac- keep foods at serving temper- 
est possible time. of flame, ideal for frying. tion in any covered utensil. ature without further cooking. 


FREE: Send for pocket manual of ALLTROL range-selling ideas. 20 pages of sales-proved 
suggestions... including simple, yet dramatic, demonstrations. 


HARPER-WYMAN COMPANY 8550 S. Vincennes Ave., Chicago 20, Ill. 


ALLTROL Center Simmer Burners meet the basic specifications for A.G.A. “Gold Star Ranges” 
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Exhaust Gas 








Insulated Battery Box 

Automatic Heat Control 

Oil Pan Shroud 

Self Contained Heater-Gas Fired 
Damper 

Electric Fuel & Feed Control 
Controlled Heat Distributing Box 
Control 

Damper Control 

Defroster Assembly 


Fig. 2. A gas-fired, hot-air-circulation system is rated by the author as second best of the four methods. It heats the bat- 


tery box fastest. 


Winter truck performance 





defrost the windshield and raise 
the temperature in the cab. 

The second method (Fig. 2) em- 
ploys a gas-fired hot-air system, 
using a 15,000 to 20,000 Btu heater. 
Hot air is forced through the air 
cleaner and around the engine air 
intake while exhaust gases heat the 
oil pan. Heat is also piped into a 
battery box. While there are some 
advantages to this system (the bat- 
tery temperature rises faster), it 
is difficult to get even heat distri- 
bution around the engine. 

The third method uses an electri- 
cal-immersion stand-by system 
which is plugged into an outside 
power source for one or two hours 
before starting. A system like this 
obviously cannot be used on the 
road, when the operator shuts down 
his engine away from an outside 
power source. 

The fourth method is a portable 
space-heating pack that can be car- 
ried either with the vehicle or from 
one vehicle to another. An oil- 
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fired heater with a blower (pow- 
ered by battery or a 110-volt power 
source) delivers a large volume of 
air through tubing in and around 
the engine. This system can be 
used advantageously in a terminal, 
but its application is limited, due 
to the time consumed in servicing 
each vehicle. It can hardly be 
recommended for over-the-road use 
because of its size and bulk. 
After considering each of these 
methods, it is evident that the best 
type of winterizing unit is one that 
can be left on automatic operation, 
providing heat to the cab, engine, 
and battery during prolonged shut- 
down periods, such as during load- 
ing and unloading, lunch or rest 
periods, etc. Therefore, an auto- 
matic gas-fired system, although 
more costly, is recommended. 





A reprint of this article can be 
obtained by writing on company 
letterhead to the Editor, BUTANE- 
PROPANE News, 198 S. Alvarado 
St., Los Angeles 57, Cal. 





Operators should be advised to 
start vehicles slowly. Moving a 
cold machine slowly insures proper 
lubrication to all bearings, particu- 
larly those on wheels, clutch, etc., 
which do not have the advantage 
of the heating system. 

Even after young vehicles are 
equipped with good heating sys- 
tems, there will be occasions when 
batteries run low. If you use 
booster batteries, be sure to hook 
them in parallel, and make sure 
that the voltage of the booster bat- 
tery is the same as that of the 
original equipment. Different volt- 
ages may ruin your starting motor. 

The operator should be reminded 
that—after a proper heating cycle 
—he should never crank more than 
thirty seconds. Engines that are 
turbo-charged should be cranked 
15 seconds before releasing the fuel. 

Install all the best available win- 
terizing equipment, train your op- 
erator in the proper techniques for 
using this equipment, and longer 
life and reduced down time will 
mean more profits for you. 
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THE NEWEST REASON TO MAKE 
YOUR NEXT TRACTOR A FORD: 


ORE 


H-SERIES 

















FORD DIVISION, Sond Motor Gompan Ford H-Series tractors offer a choice of five Super Duty V-8's or four proven Cum- 
Wflgtor Company, mins Diesels for maximum performance, economy and durability! Over 500 
engine-transmission-axle combinations provide ‘‘job-fitting’’ economy on any run. 
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New Ford H-Series tractors have a short 28-in. BA for hauling 
maximum legal loads in most “‘bridge formula’”’ states. And their 
compact 82-in. BBC dimension accommodates longer high-cube 
trailers. For greater payloads within their 76,800-lb. maximum 
GCW range, strong lightweight components are used wherever 
consistent with maximum durability. Extra-hi-tensile steel frames, 
fiberglass cab skirts, aluminum steering gear housing, and optional 
aluminum disc wheels, transmission cases and fuel tanks are 
typical examples of Ford’s weight-saving design. 

Ford H-Series models are quality-built to the most exacting 
standards in the industry. They’re the only tractors with gas 
engines so dependable they’re dealer-warranted for 100,000 miles. 
And maintenance-engineered design means fewer downtime 
delays . . . lower maintenance costs. _ 


SEVEN 
MORE 
REASONS 
WHY IT'S GOOD BUSINESS TO DO BUSINESS WITH FORD! 





You save from the start with Ford’s traditionally low 
prices, and your savings continue with low operating 
and maintenance costs. These facts are documented by 
certified test reports from America’s foremost inde- 
pendent automotive research firm. Ask to see these 
reports. They’re on file at your Ford Dealer’s. 


In addition to these dollar-and-cents savings, the 
following bonus benefits are yours with Ford Trucks: 


1. Rigid quality controls give you the strongest safeguard 
of truck reliability ever. Modern, exclusive-truck manu- 
facturing facilities, with emphasis on quality every step 
of the way, are designed to give you a Ford Truck that 
is as free from defects as a truck can be. Tangible results 
of these high standards are Ford’s new warranties. 


2. Exclusive 100,000-mile warranty (or 24 months) on 
401-, 477- and 534-cu. in. Super Duty V-8’s is the most 
liberal in the industry. Each major engine part (includ- 
ing block, heads, crankshaft, valves, pistons, rings), 
when engine is used in normal service, is warranted by 
your dealer against defects in material or workmanship 
for 100,000 miles or 24 months, whichever comes first. 
The warranty covers full cost of replacement parts. . . 
full labor costs for first year or 50,000 miles, sliding 
percentage scale thereafter. 


3. 12,000-mile warranty (or 12 months) on all 1961 Ford 
Trucks of every size is further evidence of the confidence 
Ford has in its quality controls. Each part, except tires 
and tubes, is now warranted by your dealer against 


defects in material or workmanship for 12 months or 
12,000 miles, whichever comes first. The warranty does 
not apply, of course, to normal maintenance service or 
to the replacement in normal maintenance of parts such 
as filters, spark plugs and ignition points. 


4. Special fleet financing can be arranged by your Ford 
Dealer. It’s available for owners of two or more trucks, 
and provides the opportunity to precisely tailor pay- 
ments to your income patterns or depreciation schedules. 
This fleet-fitted financing offers substantial savings and 
frees your working capital. 


5. Sales engineers and service specialists in 36 district of- 
fices are on call to solve special truck problems. Work- 
ing with both dealers and customers, these experienced 
truck men represent another extra step Ford takes to 
provide your continued satisfaction. 


6. Replacement parts depots at 26 strategic locations 
across the country quickly supply needed parts from 
ample stocks. Ford’s entire supply system is geared to 
give you faster service and reduce costly downtime . . . 
wherever you are. 


7. 6,800 Ford Dealers, including 280 specialized Heavy 
Duty truck dealers, can keep your trucks ready to go 
wherever they go. From coast to coast, fast Ford 
service—gas and Diesel—is always close at hand. 


From Super Economy pickups to Diesel-powered 
tractors, you can now fill every truck need up to 76,800 
pounds GCW with a modern, money-saving Ford Truck. 


QUALITY-BUILT...MAINTENANCE-ENGINEERED 


FORD 
TRUCKS 
COST LESS 
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LOOKING FOR A WAY TO 
CUT COSTS? Consider 


a driver incentive program 


WALTER SANDERS 


EAST, WEST, NORTH AND SOUTH, 
L. P. GASMEN are looking for new 
ways to trim delivery costs. For 
an industry that rolls on wheels, 
increasing efficiency pays off in 
dollars and cents. 

Three major reasons for taking 
a close look at fuel delivery costs 
today are: 

1. Rising labor costs which af- 
fect profits. 

2. Higher costs for new equip- 
ment and operations which also 
tend to pull profits down. 


3. Increasing competition both 
within and outside the L. P. gas in- 
dustry. 

Better control of one factor— 
drivers—can improve your ability 
to solve each of these three prob- 
lems. When you make the fullest 
use of each of your delivery men 
you are taking a long stride in the 
right direction. 

Driver incentive programs pro- 
vide the key that unlocks the door 
to greater profits. Successful pro- 
grams are saving L. P. gasmen dol- 
lars by permitting them to do more 
work with fewer drivers and 
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trucks. As an added bonus, drivers 
are happier employees because of 
increased income. Consumers, bene- 
fitting through service, are less in- 
clined to switch to another L. P. gas 
company or a competing fuel. 





A reprint of this article can be 
obtained by writing on company 
letterhead to the Editor, BUTANE- 
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More efficient drivers also jus- 
tify the expense of making bulk 
plant improvements or buying mod- 
ern delivery equipment. 

Before we look at some typical 
incentive plans that have paid off, 
some important considerations 
must be taken into account. In- 
centive plans should not be insti- 


tuted solely to save your company 
money. To be completely effective, 
the incentive plan must work to 
the advantage of both company 
and employee. 

If a plan favors the company too 
heavily, the driver’s enthusiasm 
quickly dies. A plan that profits 
only the driver has no benefit for 
the company. 


One other suggestion: Before 


beginning any incentive plan, make 
certain that employees fully under- 
stand all parts of the proposal. 
Failure to make the program un- 
derstandable can result in serious 
labor trouble. 

Let’s look at four driver incentive 
programs that have saved money 
for L.P. gasmen in various parts 
of the country. Where figures are 
given, they are used only to illus- 
trate the plan. Because of geo- 
graphical and other market differ- 
ences, when you analyze the merits 
of each plan, you should insert your 
own expense figures in place of 
those given. 


————— > 
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Buying a “‘pig in a poke” means taking a chance . . . but when 


you buy your LP-Gas supply under a Sid Richardson Gasoline 
Co. contract you are taking no chance. 


You, as a customer, are assured: 


On-time shipments in winter as well as summer, via rail 
or Mid-America Pipe Line 


Uniform, top quality product 
Voluntary price adjustment to meet competition 


Undivided loyalty—we have no company-owned whole- 
sale or retail outlets competing with you for product or 
co-operation 


Call any of our customers and let them tell you about our un- 
failing performance and excellent co-operation. 


Std Richardson 


GASOLINE CO. 
629 FORT WORTH CLUB BUILDING © FORT WORTH, TEXAS 


REGIONAL REPRESENTATIVES 


H. M. JONES MARVIN L. DOSS B. E. PATTON M. A. STEVLINGSON 
5123 NO. NEW JERSEY 3148 SANDEFER 6444 XERXES SO. P. 0. BOX 731 
ATwater 3-7443 ORchbard 4-2965 WAInut 7-8092 OMAHA, NEBRASKA 
INDIANAPOLIS, INDIANA ABILENE, TEXAS MINNEAPOLIS, MINN. 


AUGUST, 1961 





Driver incentive program 





Rental-commission plan 

Under this plan drivers rent buJk delivery trucks 
from the company at a set monthly fee. In return 
they are paid a set amount for every gallon they 
deliver. Before setting this gallonage delivery fee, 
the L. P. gas company should carefully estimate its 
actual delivery costs per gallon. After this is done, 
an amount about 25-50 per cent less is set as pay- 
ment to drivers. 

For example, if it costs 3% cents a gallon to de- 
liver a gallon, the company would pay the drivers 
renting its truck about 2% cents for every gallon 
delivered. (This figure is based upon the scale used 
in typical plans.) 

The cost of operating a truck is split between the 
driver and the company. In one successful pro- 
gram, drivers pay for all truck repairs and tires. 
As a result, they take the best possible care of their 
vehicles. The company pays for insurance, license 
fees and taxes. Any towing charges are split be- 
tween the driver and the company. 

Company delivery payments to the driver during 
the first year are set by past operating experience. 
After the first year, monthly salary is corrected 
to conform to actual experience. Drivers are paid 
a set monthly salary to keep them in expense money. 
An actual settlement based on gallonage delivered 
is made four times a year. 
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Sometimes when this rental-commission plan is 
used, the company maintains an extra bulk truck. 
This truck is loaned to any driver whose own 
vehicle is out of commission. However, the com- 
mission paid per gallon is lowered 1% cent to pay 
for the rental of this truck. 

Use of this “extra” truck allows the company to 
set up a sort of relay plan. Because drivers want 
to deliver as much gas as possible, they call in and 
have the “relay” truck waiting loaded at a particu- 
lar location. This saves them time normally used 
to return to the plant to obtain a new load. In this 
case the driver receives % cent a gallon less com- 
misssion. 








The point plan 

Under the point plan, the more drivers deliver 
above a base gallonage, the more they can earn. 
Earnings are based on a sliding scale point system. 

Here’s how the plan works. A company sets a 
gallonage mark as a day’s work for a driver. This 
mark is based on past company experience. Drivers 
are paid an hourly wage as a base. 

They can increase their earnings by delivering 
more than the gallonage target set by the com- 
pany. As an example: If the target is 4000 gal. 
a day, drivers receive 35 points per gallon for 4001- 
5000 gal., 40 points a gallon for from 5001-6000 


gal., and 45 points for every gallon delivered over 
the 6000 mark. 

In computing results, each point is worth 1/100 
of 1 cent. 


LT#%. 
FIRST BANK i 
te} Doe 
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Certain inequalities could occur because of rout- 
ing differences. These would have to be equalized 
to keep harmony among drivers. For example, a 
man serving only industrial or commercial cus- 
tomers would find it easier to make large drops 
than would the man who delivers to domestic 
accounts. 

This problem can be solved by rotating routing 
assignments so that all drivers have equal op- 
portunities. 

Another problem is the route that calls for a 
lengthy drive from the bulk plant before a drop is 
made. If it is impossible to rearrange the route, 
one answer is to provide the driver with an extra 5, 
10 or 15 points a gallon as an equalizer. 

Men using the point system advise that incentive 
pay should be figured daily. Actual payments are 
made on a weekly basis. The dispatcher can usually 
utilize the time just after the trucks leave in the 
morning to figure yesterday’s incentives. 


The time unit system 


This system permits a driver to earn higher 
wages by making the most efficient use of his work- 
ing time. It can be instituted only after an actual 
time study has been made. 

Every part of the delivery operation must be 
carefully analyzed. This permits the establish- 
ment of certain average factors for driving, filling, 
stopping, plant and miscellaneous time. With this 





MEASUREMENT OF DRIVER A's PERFORMANCE 


Activity Time Unit 
a. Driving totals 80 miles 4.0 
b. Customer stops, 20 1.0 
c. Pumping time for 5600 gals 1.4 
d. Plant stops, 2 2.0 
e. Miscellaneous time, | hour 1.0 


Total hours 9.4 


Since an 8-hour day is 100 per cent, this driver could 
earn 17!/2 per cent more pay under the incentive program. 
a. Since average is 20-mph by company experience, divide 
20 into 80. b. Multiply 20 stops by three minutes a stop, 
divide by 60 minutes in an hour. c. Average company units 
pump 4000 gals a day, divide 4000 into 5600. d. Average 
truck visit to plant is one hour each time. e. Miscellaneous 
time was figured to be one hour. Note that individual 
company figures should be inserted for each operation. 
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MASTER ships 
PROPANE 


All over the world 


MASTERPIECES OF 
STEEL FABRICATION 
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2000 S. Front St. @ Qvincy, Illinois © 
P. O. Box 5146 @ Dallas, Texas © Riverside 7-2441 


propane tank manufacturer 
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by truck -barge:ship:rail 


You can’t buy a better propane tank 
than those fabricated by Master Tank & 
Welding. No wonder, then, that Master 
tanks are in demand the world over. 
From the central locations in the United 
States, of Quincy, Illinois, and Dallas, 
Texas, Master is shipping tanks all over 
the world by truck, barge, ship and rail 
to those sections beyond the gas mains 
where propane is being used. 


Master’s experience spans 23 years in 
steel fabrication. This experience is 
your assurance of the ulti- 
mate in safety and per- 
formance built into every 
®) Master tank, 


BAidwin 3-5014 
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MEASUREMENT OF DRIVER B's PERFORMANCE 


Activity Time Unit 
. Driving runs 60 miles 3.0 
. Customer stops, 15 75 
. Pumping time for 4200 gals 1.05 
. Plant stops, | 1.0 
. Miscellaneous time | hour 1.0 


Total hours 6.80 


Since an 8-hour day is 100 per cent, this driver is paid 
100 per cent or his full salary. He should be watched 
because he actually put in the equivalent of 6.8 hours 
work. a. Since average is 20 mph by company experience 
divide 20 into 60. b. Multiply 15 stops by three minutes 
each, divide by 60 minutes in an hour. c. Average com- 
pany unit pumps 4000 gals a day, divide 4000 into 4200. 
e. Miscellaneous time was figured to be one hour. 











information, the company is able to determine the 
amount of time needed to do a good average job 
in each activity. 

Tests have to be made with a stop watch to find 
exact times. For example, when a truck pulls up 
to make a delivery the timing begins the instant 
the wheels stop rolling. 

Under this program the working day of the 
driver is measured in the following manner: 

Driving time—To find the average number of 
miles between deliveries we must establish a norm 
for the activity. As an example, driving time in- 
cluding stops for traffic, lights, backing onto a 
customer’s land could run a norm of 20 miles per 
hour. If the truck covers 80 miles in a day the 
time unit would be 4. (Obtained by dividing 20 
into 80.) 

Stop time—This is the time needed to unwind 
the hose, handle delivery ticket and rewind the 
hose. If this averages 3 minutes per stop you 
multiply the number of stops by 3. Then divide 
by 60 for the time unit. Only the actual pumping 
time is excluded. 

Pumping time—This depends upon the gallonage 
pumping rate of the delivery truck. The gallonage 
delivered is divided by an average daily figure. For 
instance, if a truck normally delivers 4000 gals 
and the driver has dumped 5600 gals, the time unit 
credited to the man would be 1.4 (obtained by 
dividing 4000 gals into 5600 gals actually de- 
livered). 


Bulk plant time—Time at a plant is figured at 
the gallonage loading rate of the plant’s equip- 
ment plus other time spent before leaving on the 
run. If a truck is loaded in one hour and makes 


two plant stops a day, the time unit credit would 
be two. 

Miscellaneous time—Gainfully spent time in this 
area must be balanced off with any waste time. For 
example, a driver would spend some time sorting 
tickets, and he may take one or two coffee breaks a 
day. Time spent on equipment failures is also 
justifiable time. Any wasted time is subtracted. 

At the end of each working day, the driver’s 
time units are added up. At the end of the week 
his results are examined and his pay check fig- 
ured. If a driver works an eight-hour day and the 
man has accomplished the equivalent of 9 hours 
work, his earnings are 121% per cent greater than 
if he just did an average or 100 per cent job. If 
the man ends up below 100 per cent, he knows it. 
Too many below-100 per cent weeks and the driver 
must explain his poor performance. 


Sales commission plan 


This is the most common plan. Normally, drivers 
are paid a straight salary. They then have the 
opportunity to earn extra money through their 
work. In one type of program, they are offered set 
fees for turning in the names of customers for 
appliances or other equipment. If the man closes 
the sale himself he is given a set fee. If a sales- 
man must close the sale, the driver is given a 
smaller amount. This is based on company experi- 
ence. 


In another type of commission plan, the driver 
is paid a specific amount for every gallon a cus- 
tomer takes. For instance, one company pays 
drivers % cent for each gallon delivered to a 
customer. This program pays off in several ways. 
Not only does the driver seek to hold older custo- 
mers, he actively suggests the user try other uses 
of LPG. This results in additional appliance and 
equipment sales, and increased gallonage. 

The four plans suggested in this article can be 
adapted by almost any company. They tend to pay 
off in many ways: 

1. Employees are happier because their income 

has been increased. 

2. Customers are satisfied because service is im- 

proved. 

. Delivery costs are often lowered because fewer 
drivers and fewer trucks are often needed. 

. More gas, appliances and equipment are sold 
by aggressive drivers turned salesmen. 

. Operations are simplified because drivers look 
for short cuts, make suggestions about improv- 
ing deliveries, and take better care of their 
vehicles. cd 
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NEWEST SENSATION IN 
THRU-WALL GAS HEATERS! 






































New Suburban Thru-Wall Heater—"“Ventura” 


~~~ The Suburban Ventura! 


= Counter-Flo or gravity Displays and Sales Kits! Suburban sup- 
=}) Most compact unit plies you with displays, literature, sales kits 
=) ay e A-19 Glascoat-sealed combustion and other tested aids to help you get more 
chamber business. 
inna 20-year guarantee 
Counter-Flo Wall Heaters Installs flush or recessed (only 5’ Send For Full-Line Catalog. You get a 
into room) selling story andaselling price with Suburban 
One man can install from inside the gas appliances — more of what it takes to 
house, quickly and accurately with get more jobs. Mail the coupon today — get 
fool-proof, exact-size installation the whole Suburban story. 
templet 
Patented stamped-steel raised-port 
burner 
Dual heat exchanges provide bonus 
heat 
e Easily accessible hand-level controls 
100% safe—fully automatic 



































Samuel Stamping & Enameling Co., Dept. BPN 
Manufacturers Road, Chattanooga, Tenn. 


Please send full-line catalog and complete information. 


NAME COMPANY. 














ADDRESS. STATE 








Space Heaters 
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Looking at the size of that tank, no one would ever dream the little lady could paint it in 3!/2 hours. But "J" found it as 


simple as A-B-C ... 


The lady paints a bulk tank 


JUNE S. THURLING « The "J" of JP Propane Gas Service Inc., Middlefield, Ohio 


AS YOU ALL KNOW, BUILDING A 
PROPANE GAS BUSINESS is not as 
easy as falling off a log. Our whole 
family had a part in starting ours. 

We started during the summer 
of 1958, picking up a few bottle 
customers here and there. Park, 
the “P” in JP Propane Gas Service, 
Inc. (Middlefield, O.) had become 
interested in carburetion in 1957 
when he converted our Jeep station 
wagon. Still holding on to his 
regular job as a licensed plumber 
in Cleveland, he made bulk tank 
installations at night. He also de- 
livered bulk gas all hours of the 
night, since he had rented a bulk 
truck from a company that used it 
during the day. In addition, he de- 
livered 100-lb. cylinders in a half- 
ton truck which had also been con- 
verted to propane—and did all sell- 
ing and connections whenever he 
could get a minute. 


A—mop the top... 


ee per 


Then, in the spring of 1959, we 
started construction of our own 
bulk plant. With a growing busi- 
ness demanding more of Park’s 
time, I decided I’d have to help all 
I could, plus doing the paper work. 

Since painting was something I 
could do, I began to paint the 
bottle house. Then, our 18,000 gal. 
bulk storage tank was put on its 
piers and, being used, it needed 
painting right away. There was a 
lot of grinding and touch up work. 

At the LPGA convention in Chi- 
cago that spring, Mike Spatz con- 
vinced Park that we could do the 
painting with a roller. I’m one of 
those girls who had never used a 
roller before, but after doing the 
masonry walls of the bottle house 
with one, I was sure I could do the 
tank. The first coat on the large 
tank took me about 3% hours; the 
second coat, even less than that. 


B—roller applied to the side... 


Park fixed a scaffold for me on the 
back of our pick-up, which we 
moved along the tank as I went. 
The underneath, I did from the 
ground. The top I did by getting 
up on the tank. That was as easy 
as mopping the kitchen floor. 
With the extension handle on the 
roller, it was the same length and 
exactly the same motion as mop- 
ping. 

During that fall I painted a lot 
of bulk storage tanks because we 
are strong believers in the fact 
that nicely painted tanks and 
equipment are excellent advertise- 
ments for our business. 

Since that time, we have come a 
long way in our business. The 
plant is now in operation and 
many more customers have been 
added. Also, the office now de- 
mands all my time, so our em- 
ployees do the painting. & 


C—the bottom—she's got ‘em! 








YOUR 
NUMBER ONE 
BUSINESS 
PROBLEM... ae 
CUSTOMERS i. eek 


What do you really have to sell . . . to keep customers satisfied, to get new ones? SERVICE . . . the kind of 
service you can promise. . . and deliver when your trucks are Motorola radio-dispatched. 

One of your customers calls in... he wants ‘‘fire-engine’’ service. You simply pick up the mike, radio 
the nearest man to handle the emergency. The problem is handled in minutes; no competitor will ever sway 
that customer over. 

isn’t that the way you want to run your business .. . or would you rather sit on the emergency call and 
develop ulcers while you wait and wait for one of your drivers to call or reportin... then send him right back 
out. This kind of operation cripples your business with increased overhead ... and the customer still isn’t 
satisfied! 

How much longer can you afford to have your drivers and mechanics backtracking all over your terri- 
tory? With radio it is just like you were sitting next to the driver all day long... helping him make decisions, 
make more calls. The money you Save on gas, oil, overtime will pay for the radio and give you the competi- 
tive edge you need to push your business forward. 


Motorola Communications & Electronics, inc. 
A Subsidiary of Motorola, Incorporated, 
. : : < * 4501 Augusta Bivd., Chicago 51, Ill. Dept. A3N129 
You've probably considered 2-way radio for your firm. There’s 
no better time than now to get the facts. A Motorola L-P Gas CJ Mail me full fact kit on 2-way radio 


radio specialist is waiting to help. Mail the coupon today. CL] Have representative telephone for appointment 


Name__..__ incites cients eae 


AA M OTOR OLA Company___________No. of Vehicles. 
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Skelgas field personnel key to 


successful dealer open houses 


ROBERT CLAY © Managing Editor 





“OurR ANNUAL HAM & BEAN DAY 
WAS A REAL PROFIT-MAKER. ... 
Sales for the week totaled more 
than $10,000; and that is one hunk 
of business for one week!” 

Very few LPG dealers could 
either produce a better open house 
sales record or quarrel with the 
self-appraisal of Skelgas dealer 
Lyle F. Adams of Ironton, Mo. 

Yet, such fabulous results from 
open houses are virtually old hat to 
readers of Skelly News, the bi- 
monthly magazine published for 
marketers of Skelgas and other 
Skelly products. Consider these 
feats, for example: 

In Des Moines, Iowa, Skelgas 
dealer M. C. Fjeld celebrated his 
move into the downtown area with 
Asati Wiican an open house and sold an appliance 
are all Skelgas ad to every 12th person attending—a 
— —. —. total of 41 major appliances! 

55% in. by 13% in. In Carthage, Mo., Skelgaser Jim 
Smallwood dispelled recession talk 
with an open house that attracted 
OR LI See 1750 registered guests who rang 
Place door prizes, the cash register 24 times. 

paneironoat In Brooklyn, Iowa, Skelgas deal- 
er Rex Bramer staged a one-day 
invitational open house - freezer 
sale in early August, selling 12 
Skelgas food freezers; and Brook- 


lyn has a population of only 1323! 

| | ol In Oregon, IIl., Skelgasers David 

nit ‘Sot Ashley, both Sr. and Jr., were so 

successful with a Christmas dryer 

Modernize with Skelgas on long, easy terms. promotion that they pulled the final 

open-house announcing ad from the 

local paper because they could 

DEALERS NAME hardly handle the business they al- 
and address here ready had obtained! 

Such results may sound improb- 

able—if not downright impossible 
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a Nobody But 
Gives You So Much To Sell... 
or Makes Selling So Easy For You... 


Here’s a quick check list of entire Martin Gas Heating Line. 


Unless you are com- 


pletely happy with your volume and profits, better study it carefully because it can 


open up a bright new sales world for you. 


New Duo-Vent Thru-the-Wall Models—Now 
three sizes. Combines space heater economy and 
central heat advantages. Saves up to 70% 
installation costs. 


Vented Circulators — Six sizes, two series, 
one with Continental Console styling. 


Vented Radiant Circulators —Three sizes, 
Continental Console styling. 


Safety Cabinet Series—Three sizes. Safe for 
children, pets, draperies. Remains “touch-cool” 


after hours of operation. 


Vented Wall Heaters —Five models, including 


two dual wall heaters. Combustion chambers have 
20-year guarantee against burn-out. 


Floor Furnaces—Three models. 20-year 
guarantee against burn-out in combustion chambers. 


Unvented Space Heaters — Three radiant series. 
Nine sizes. 


Gas Fyrelogs—Choice of oak or birch. Two sizes. 
Available with andirons 


Odorless and Smokeless Gas Incinerators — 
Choice of brick or ceramic coated steel lining, 
both guaranteed 5 years against burn-out. Avail- 
able in five models, including outdoor builder's 


model. 


With a complete line like this . . . with features like Lifetime Porcelain finish, 
High Fidelity Heat and Continental Console styling — with time-tested 
Martin quality behind their beauty of design, you'll sell more. And — you'll 
profit more from what you sell. For proof, and catalogue, write today. 


STAMPING & STOVE COMPANY 


HUNTSVILLE, ALABAMA 


oy i] e & 


AMERICA’S MOST COMPLETE HEATING LINE 
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Skelly Open House 





—to many LPG dealers, but their 
well-documented details have al] 
appeared in Skelly News. Seeing 
these results, BPN became con- 
vinced that there must really be 
something special about Skelly’s 
open house _ program, which 
spawned 163 open houses in a re- 
cent six-month period. 

Investigation revealed that three 
factors seem to be responsible for 
the success of Skelgas open houses: 

1. Skelly has a comprehensive co- 
operative advertising program and 
backs it up with a series of ar- 
rangements that take care of many 
odds and ends for dealers. 

2. The Skelly Advertising and 
Sales Promotion Catalog is well 
stocked with helpful information 
and good advertising and promo- 
tion material. 

8. Probably most important of 
all, a Skelly field man arrives on the 
scene several days before the open 
house and assists in every way pos- 
sible. 

The cooperative advertising plan 
is the basis for all promotional ac- 
tivities. The company establishes 
an annual advertising fund for 
each dealer. The fund is equal to 
5 per cent of the dealer price of the 
following domestic appliances pur- 
chased by him during the year: 
ranges, automatic water heaters, 
home freezers, refrigerators, freez- 
er-refrigerator combinations, auto- 
matic washing machines, clothes 
dryers, incinerators, and circulat- 
ing heaters. 

From this fund, the dealer is re- 
imbursed for 50 per cent of his 
cost for 11 different types of ad- 
vertising: newspaper ads; radio 
spot announcements and/or air 
time; television spot announce- 
ments; advertising pamphlets, fold- 
ers, and other literature available 
from the company; direct mail 
pieces prepared by the company; 
display materials available from 
or approved by the company; 
telephone directory advertising; 
county fair booth rental; theater 
screen advertising for company 
prepared movie playets; store signs 
not covered in cooperative lease 
basis; and advertising specialties 
available from the company or 
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sponsored by the company— if they 
come from an outside source. 

Included in the advertising spe- 
cialties are door openers, such as 
Skelgas needle packs and sponges, 
and such standard equipment for 
open houses as Skelgas lollipops. 
Of special note are three special 
packages of materials for open 
houses. The Special Events Pack- 
age contains: two window banners, 
10 pairs of giant footprint signs 
for sidewalks, a large package of 
ballons, two newspaper ad mats, a 
package of needle packs, 200 range 
folders, 200 refrigerator - freezer 
folders, 200 laundry equipment 
folders, and 200 cylinder gas qual- 
ity folders. For Coffee and Cookie 
Days, the Party Time package con- 
tains 500 each Skelgas_ cups, 
spoons, and napkins. For more 
elaborate menus, the Meal Time 
Package consists of the Party 
Time Package, plus 500 Skelgas 
plates. Other available packages in- 
clude one for grand openings, one 
for fairs, and seasonal packages. 

Other arrangements made by the 
company include those with whole- 
sale distributors of meat products 
and other food stuffs. Dealers can 
then get these particular brands of 
food, either at discount prices or 
at no cost at all. 

Also, most Skelgas division of- 
fices have commercial griddles, cof- 
fee makers, and such equipment 
for the convenience of dealers stag- 
ing special events. 

Much of the material already 
mentioned is described and illus- 
trated in the Skelly Advertising 
and Sales Promotion Catalog, the 
second big factor in the success of 
Skelgas open houses. Also in this 
catalog are more than a dozen 
pages of radio spots—ready for 
use—and an eight-page brochure 
of selling aids. The latter has a 
wide assortment of material avail- 
able from an advertising specialty 
house, everything from ashtrays to 
zipper-portfolios. 

Certainly among the most im- 
portant things in the Advertising 
and Sales Promotion Catalog is the 
Promotion Guide. A seven-part out- 
line, this guide gives the step-by- 
step procedure for a successful pro- 
motion or open house. It begins 
with advertising and store arrange- 
ment tips, then gives suggestions 


on: supplies and equipment needed, 
types of demonstrations that may 
be staged, and promotional items 
that may be given away. Two 
highly important operations tips 
are followed by a caution to fol- 
low-up all prospects. This guide is 
reprinted in full in the accompany- 
ing box, should prove to be an in- 
valuable checklist to anyone plan- 
ning an open house. 

The real key to the success of 
the Skelgas open houses appears 
to be the third factor, the Skelly 
field man or men on the scene. 
K. S. Steffy of the Skelgas sales 
promotion staff describes exactly 
how this works: 

“Prior to any promotion, our 
field personnel assist the dealer in 
setting up his newspaper, radio, 
and television advertising. Costs 
fluctuate tremendously, depending 
upon the advanced advertising 
used, the door prizes or gifts pre- 
sented, and the number of people 
attending. These facts are dis- 
cussed with the dealer prior to the 
promotion and the approximate 
cost is determined. 

“In most cases, the Skelgas field 
man arrives in the dealer’s com- 
munity several days prior to the 
actual promotion. He helps clean 
and decorate the store. He also as- 
sists in securing any outside ma- 
terials which are needed, such as 
extra chairs, tables, coffee makers, 
or any other equipment. 

“Whenever possible, we supply 
additional sales personnel from our 
surrounding territories and divi- 
sion offices to aid the dealer. Our 
salesmen are trained to conduct 
personnel sales meetings, which 
normally are held with all the deal- 
er’s employees the night before the 
promotion. We have found that this 
type of meeting helps create en- 
thusiasm among all those partici- 
pating.” 

Steffy stresses that Skelly is 
“very proud” of its salesmen’s 
training program and that the 
company feels that “the results— 
in increased sales—justify the ef- 
fort and expense incurred.” 

Last year, the company held 
a series of four-day seminars 
throughout its marketing area. 
Every salesman attended one of the 
schools, which were crammed work- 
ing sessions. Student salesmen, for 
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DO YOU REALLY 


HAVE THE BEST 
CYLINDER BUY? 


Are your cylinders: 


Girth welded for greater safety and secur- 
ity, smarter appearance, longer service? 


Galvanized on the footring and 
part of the bottom cup for maxi- 
mum resistance to corrosion? 


Equipped with curled handholds for easier 
handling, greater customer satisfaction? 
Completely welded at the footring to pre- 
vent moisture seepage, retard rust and 
corrosion? 

Made of the finest low-alloy, high strength 
steel for tough service? 

Lighter in weight for easier handling, sim- 
plified filling, less costly shipping? 
‘“‘Normalized’’ to remove harmful stresses 
rather than heat treated as done by most 
manufacturers? 

Double painted for longer life, reduced 
maintenance? 

Inspected at every step and finally pres- 
sure tested at twice the strength demanded 
by actual service? 

Made with extra thick bottoms and foot- 
rings? 


Oui Z 


8 


IRR ENB ES HS 


lf not—for the really 
best cylinder buy write: 


CYLINDERS INC. 
Dept. B7 


1200 West Blancke St. 
Linden, New Jersey cy LI N D E RS 
INC. 
Cylinders, Inc. Successors to the propane and refrigerant cylinder manufacturing 


business of Company, Division of Union Carbide Corporation. 1200 WEST BLANCKE ST., LINDEN, N. J. 
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Reprinted here in its entirety, 
this “Promotion Guide” outline 
is a vital part of the Skelgas 
Advertising and Sales Promo- 
tion Catalog. 


Advertising: 

eNewspaper ad announcing 
promotion should be printed 
approximately two weeks be- 
fore promotion date. Follow up 
ads should be published daily, 
starting three days before the 
promotion dates. 

¢Local radio spots are very 
effective several days prior to, 
and during the promotion. 

¢ Personal written invitation to 
customers and prospects are 
very desirable. 

¢ Circulation of handbill, taken 
from newspaper ad, will help 
insure floor traffic. 

* Use of the telephone to make 
line calls or personal calls is 
usually helpful. 


Store arrangement: 

¢Proper display of appliances 
is very important. They should 
be cleaned, waxed, attractively 
arranged, and priced. 

*The appliances should _ be 
placed in the front of the 
store, so that it is necessary 
for the customers and guests 
to walk by them to be served. 

*The registration desk should 
be located at the front of the 
store, as near the door as pos- 
sible. It is extremely impor- 
tant to have a competent re- 
ceptionist handle the registra- 
tion! When a guest shows an 
interest in our appliances, a 
salesman should be called to 
demonstrate. 





Promotion Guide 


* The store front, and the store 
interior should be attractively 
decorated. All types of pen- 
nants, banners, and decorative 
paper are available for this 
purpose. 


Supplies and equipment 
needed ; 


In anticipation of a large at- 
tendance, a coffee maker 
should be available. The item 
can usually be rented or bor- 
rowed from a local church, 
school, civic organization, or 
restaurant. The cookies should 
be baked in the Skelgas ranges 
on the floor, and as needed. 

¢Skelgas cups, plates, napkins, 
and spoons should be ordered 
well in advance of the promo- 
tion. 

eArrangements for serving 
tables and other necessary 
equipment should be made in 
advance to the promotion, if 
not available at the store. 


“In-store” demonstrations: 


¢ Thermal-eye burner. Offer pop- 
corn, doughnuts or shrimp. 

Meat oven (with or without 
rotisserie). Offer ham, turkey, 
hot dogs, roasts or chickens. 

* Baking oven. Offer cookies, 
cakes, pies, brownies or pud- 
dings. 

¢Griddle. Offer pancakes, eggs 
or bacon. 

¢ Freezer. Offer frozen candies 
(sliced candy bars), frozen 
banana slices, frozen grapes 
or frozen marshmallows. 

¢ Laundry equipment. Offer free 
laundry service during promo- 
tion. Wash and dry bulk items 
such as pillows or blankets. 


Promotional items: 


*Goodwill gifts. Give needle 
packs, balloons, lollipops, sell- 
ing aids from Lauder, Skelgas 
visors or sponges. 

¢ Door prizes. Give patio buck- 
ets, “bigger than bushel” bas- 
kets or Christmas tablecloths. 

¢Closer premiums. Give stain- 
less steel tableware or alumi- 
numware. 

eSpecial gifts. Give orchids, 
roses or special order items. 

¢ Appliance specials. Give spe- 
cial prizes, leader or discount 
certificates. 


Operational guide: 


e All promotions should be 
planned with sales in mind. It 
is extremely important that 
competent sales personnel are 
available at all times. The 
dealer especially should be 
free, to talk with his custom- 
ers. In most cases, he will be 
necessary to make trades, and 
help close sales. 

e With the sales theme foremost 
in the promotion, it will some- 
times be necessary to hire out- 
side help. Usually, the mem- 
bers of a 4-H club or home 
economics club will be happy 
for the chance to gain funds 
for the treasury. A donation 
from the dealer, for the help 
received, not only accomplishes 
this, but is also very good for 
public relations. 


Follow-up: 


¢ Immediately following the pro- 
motion, all prospects should be 
contacted! Unless the calls on 
these potential buyers are 
made, while they are still in 
the proper buying mood, fol- 
low-ups are a waste of time. 
Don’t neglect the opportunity 
for these additional sales, by 
neglecting to call on your pros- 
pects. 








example, took written tests each 
morning to determine how much 
they remembered of the previous 
day’s work. During each seminar, 
there were eight range demonstra- 
tions and the salesmen were thor- 
oughly trained in the 22 selling 
points of the range. Similar treat- 
ment was given to each Skelgas 
appliance. 

But, the success of an open house 
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depends on more than just adver- 
tising and what takes place in the 
dealer’s showroom. Luck and good 
timing also play important roles. 
Says Steffy: 

“‘Attendance .. . fluctuates 
greatly, depending upon advanced 
advertising, the weather, and gen- 
eral economic conditions.” 

Most dealers measure the suc- 
cess of their open houses by the 


number of units sold during the 
open house or immediately after 
it. This, in many cases, is an un- 
fair measure, as the factors of 
good will and publicity are not 
taken into consideration.” 

Open houses can pay off hand- 
somely and enduringly. And—if 
they’re as well planned and exe- 
cuted as the Skelgasers’ apparently 
are—they will pay off. s 
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UNPRECEDENTED STYLING, PERFORMANCE AND DURABILITY TO 


MEET THE MODERN TREND IN ARCHITECTURAL DESIGN 


om 











New “sheer look” styling—Beautiful Phoenix Beige finish 
New gold-tone grille. Conceals louvers and draft hood 
opening Low overall height Automatic controls—Fully 
accessible Factory-fired Low Voltage Gas Controls— 
Standard Low Voltage Sensitive Thermostat—Standard 
Limit control—interrupts control circuits and shuts off fuel 
if unit temperature becomes excessive Thermopilot Shut-off. 
Shuts off all gas, including pilot, in event of pilot flame failure 
Automatic Pilot. Exclusive Janitrol low Btu. non-linting 
design Quiet air delivery. Acceptable for schools and other 
applications where conventional units are too noisy Motor 
prelubricated for 5 years Built-in Draft Hood. Removable, 
provides full access to heat exchanger. Protects burners from 
abnormal up or down draft » Combustion air inlet. At bottom 
rear, through control enclosure. Controls constantly cooled by 
combustion air stream. Eliminates cross draft on burners 
Ampli-Fire Ribbon Flame Burners. No flame contact on metal. 
Removable, with non-linting air shutters featuring thumb-screw 
adjustment. Eleven models from 30,000 to 250,000 Btu /hr. 


MEET EVERY COMMERCIAL AND 


INDUSTRIAL HEATING NEED FROM JANITROL’S BROAD 


provide the ultimate in quality 
and economy 


GAS-FIRED 


commercial & industrial heating equipment 


ALL NEW! JANITROL 67 SERIES UNIT HEATERS 
FEATURING. .. STELLAR NEW STYLING, PERFORMANCE 
AND DURABILITY! 


New Janitrol 67 Series Unit Heaters are unusually handsome. . . 
incredibly quiet and efficient. They bring you, for the first time in 
unit heater history, distinctive appearance you can recommend for 
the smartest business setting. And they offer in even greater measure 
the traditional Janitrol quality and dependability in heating. 

Their clean, crisp “look” is a departure from the crude, cumber- 
some industrial appearance of yesterday. Modern machine tools, 
trucks and structures have evolved as attractive, functional designs. 
And now, Janitrol sets the pace in unit heater styling! 

The draft hood opening and adjustable louvers are concealed by 
the beautifully styled gold-tone grille. The rear combustion air inlet 
permits use of a solid bottom panel. . . eliminates any possibility of 
obstruction to combustion air intake. 

Inside, design progress is equally significant. Yet every part is 
proven... every safety feature is included. Result? Performance no 
other unit heater can duplicate. 

Naturally, the “heating heart” of every new Janitrol is the famous 
Janitrol Multi-Thermex heat exchanger with this unchallenged record 
for durability and low maintenance: among nearly three million heat 
exchanger tubes produced since 1940, replacements for all causes have 
run less than 4 of 1% 

Investigate the many exclusive advantages of Janitrol 67 Series 
Unit Heaters for jobs you specify or install. Let them help build your 
reputation for quality. 
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GAS-FIRED DUCT-FURNACES 


Install in a duct where air is circu- 
lated by separate blower. Adaptable 
for use with cooling. Two sizes 
200,000 and 300,000 Btu/hr. input— 
may be combined to provide capacity 
from 200,000 Btu/hr. up, in incre- 
ments of 100,000 Btu/hr. input. Six 
sizes, from 50,000 to 225,000 Btu/hr. 
in Duct 55 models 


BLOWER-TYPE UNIT HEATER 


Allows air delivery from greater 
heights and against greater static 
pressures. Models with exposed or 
enclosed blowers. A.G.A. approved 
as low and high static-type blower 
unit heater for air delivery to duct 
system up to 1.0 in. W.C. external 
Static. Heat sections factory assem- 
bled. Sizes: 300,000, 400,000 and 
500,000 Btu/hr. input. 


helpful data for 


ARCHITECTS, CONTRACTORS AND ENGINEERS 
wrt 


for heating with clean, economical gas in buildings of every type. 


There’s no obligation. 


FLOOR-TYPE 
UNIT HEATER 


Cold air drawn from 
floor level is heated, 
filtered and discharged 
horizontally overhead. 
Quiet, clean, carefree 
—ideal for offices, 
restaurants, stores, 
labs, etc., requiring a 
compact unit. 


for complete information on Janitrol units 


HEAVY DUTY 
BLOWER HEATERS 


For unit heating, central heating 
and air conditioning. Wide range 
of standard blowers and motors 
assures correct air delivery and 
temperature rise in each appli- 
cation. Factory assembled and 
tested. Capacities from 250,000 
Btu to 1,750,000 Btu/hr. input. 


HORIZONTAL OIL 
UNIT HEATER 


For suspension overhead. Saves 
floor space. Compact, efficient, low- 
maintenance design clean and quiet 
in operation. May also be used to 
feed duct system. Choice of sizes 
from 84,000 to 250,000 Btu/hr. 
output to meet all needs. 


ANITROL JER 


HEATING AND AIR CONDITIONING ~ Wee, ast 
A Division of Midland-Ross Corporation 
Columbus 16, Ohio « In Canada: Moffats Ltd., Toronto 15 


Also Makers of Surface Industrial Furnaces, Kathabar Humidity 
Conditioning, Janitrol Residential Heating and Cooling Equipment. 





uniform pricing 


the answer to 
service call 
costs ? 


ROBERT CLAY © Managing Editor 


IN THE AUTO INDUSTRY, THERE’S 
AN AXIOM that a good service de- 
partment should pay the overhead, 
and profits from sales should be 
pure profit. In the LPG industry, 
there seem to be no axioms, rules- 
of-thumb, nor any other bits of 
collective dealer philosophy on ser- 
vice department pricing. 

Judging from the high degree of 
individuality evident in a just-com- 
pleted BPN Dealer Opinion Survey 
on service call policy, most LPG 
dealer service departments seem to 
have “just growed.” Service poli- 
cies seem to have been shaped by 
three factors: (1) the competition, 
(2) the customers, and (3) a gen- 
erally timid dealer feeling that he 
ought to at least make service calls 
pay for themselves. 

Letting pricing policies be set 
in such fashion may have been all 
right when the industry was in its 
infancy and dealers were so busy 
keeping up with their mushroom- 
ing gas loads that they didn’t have 
time to properly set up a service 
department. Those days, though, 
are gone. And with them, the ama- 
teurish approach of haphazard ser- 
vice department management also 
should have gone. 

Competing for the consumer dol- 
lar, the LPG dealer is just another 
individual in a long line of profes- 
sional competitors, all with pro- 
fessional smiles and long arms pro- 
fessionally extended with palm 
upward. He is not only competing 
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“We prefer to charge by the hour, on a portal-to-portal basis. Our schedule is: 
minimum or up to 15 min, $3.50; 16 to 25 min, $3.75; 26 to 30 min, $4.00; 31 to 
LO min, $4.25; Ll to 45 min. $4.50; 46 to 55 min, $4.75; and 56 to 60 min, 
$5.00. Everything over that is at $).00 per hr." - Reynolds 

"We have no fixed rule. It depends on the load, type of customer, competition, etc. 
Usually, $4.00 hr net portal-to-portal." - Lisitzky 


"If a service man makes a trip, we charge by the hour for on-the-job time." - Martin 


"We have a regular price schedule of $5.50 hr (1 hr minimum for our customers, $6.50 
for those not served by us. We flat rate the average range change at $4.50 if done 
at time of installation turn-on. Turn-on is $5.00; new installation charge, $10.00. 
Not portal-to-portal, as a rule." - Horn 


"LPG customers, $3.50 minimum or $3.50 hr; natural gas customers, $4.00 minimum or 
$4.00 hr. No charge for travel time." - Linenberger 


"We charge for all service calls on appliances. We do not have typical prices. Our 
charges are on an hourly rate ($4.50, 1st hr; $4.00, each add. hr; $2.50 minimm), 
partial portal-to-portal." - Winslow 


"We charge $3.00 hr while on the job only. We realize that it does not cover our 
expenses but it does discourage service requests often received Sor small 
frequently not needed; and it makes the service worth something in the customers' 
eyes." - Priestley 


"Minimum service call (light pilot, etc.), $1.75; cleaning and adjusting heaters and 
furnaces, $3.75 hr, portal-to-portal. Commercial customers, free service.” - Taylor 


answers continued on next editorial page 











continued from previous editorial page 





"$2.50 per man-hour, portal-to-portal; $3.00 minimum." - Boone 


"We charge $3.50 per hour-on-the-job. Often, must bid by the job, but try to 
allow $3.50 hr." - Kaufman 


Je would like to charce for every call, as we do not find anyone doing anything for 
us for nothing. But in order to keep customers satisfied, we do not charge for leaxs, 
adjustments, etc. If repairs are necessary, we charge $4.50, unless it is out of town. 
Then, we charge for the travel time and 10 cents per mile. Occasionally, a customer 
objects to a charge wd we use our judgement to settle it satisfactorily." - Frey 


“We do not have a printed service charge schedule. For service on appliances sold by 
others, we charge an hourly rate, plus trip. Cater to outside service work." - Stuck; 


"Yes, we have a regular price schedule. Ninety per cent of our work is in our city 
on natural gas. Service work in the country is charged on a mileage basis, plus $4.00 
hr for the serviceman, minimum, $7.50." - Cheatum 


"We charge $2.50 hr on service calls. Installation charges figured in on appliances. 
Portal-toportal usually figured one way." - Allen 


"Top-notch service is the key factor in enabling a company to stand out. We feel that 
if this service is provided free, it will be abused. The small amount we charge 
prevents this and contributes toward off-setting part of our servicing costs. We will 
service any gas-burning appliance connected to a system using our gas. The charge 

is $3.00 hr for one man, $4.50 hr for a man and a helper. VLur minimum is $1.25. On- 
the-job time (average, 30 min) is the basis for our charge. We prefer the hour basis 
because sometimes the simplest job can run into unforeseen diffi tie «nd the 
difficult job can sometimes be done with ease. Also, the customer is more receptive 
to a charge in accordance with the time spent." - Parlett 


"We charge $3.50 hr for the first hour and $3.00 hr thereafter." ~- Sahagen 


“We charge by the hour on a portal-to-portal basis and have a $5.00 minimum service 
charge within certain limits." - Habermehl 


way 


All service is based on a minimum of $4.50 hr." = ' Waddington 


"Service call charges are a problem with us. There is a tendency for dealers in our 
area to give free service. We try to charge for it where we can - on domestic heatin; 
systems, etc. We base charges on a job basis, basically $3.00 per call; but as a job 
becomes more complicated, we go up - to $7.50 for central heating, for example." 

Name withheld 


"Our policy is $3.50 hr for the time spent at the customer's nome." - Schuette 
"No set policy. No regular price schedule. we charge by the job." - Miller 


"Our policy is to charge by the hour and to charge enough to cover average portal-to- 
portal time and mileage." - Hahn 


"Our policy is governed by competitive conditions: at one location, $3.50 hr; at 
another, $4.50 hr; and at another, no charge." - Cavanaugh 


"We have a $4.50 minimum for a half-hour call. Zach hour thereafer is $3.00. 
No portal-to-portal." - Munro 


"All service calls are charged at $3.00 hr, $4.50 hr overtime, both portal-to-portal. 
We charge by the job when new appliances or equipment are bought." - Newcombe 


"We use a regular charge of a flat $2.50 for fixing or repairing installations. No 
mileage or time are charged. We try to break even." - Childers 


"On normal repair and maintenance of domestic appliances, we charge -cO hr, from 
the time we arrive on the premises, untii we leave." - Epple 


“Service call charges are made on the basis of time spent on the job. se do, however, 
have a $3 minimum charge. It is our’feeling that in the long run this plan works 

to Lie best interests of both customer and company." Paul 1g 
"It's best to charge a minimum ($3.00 per call) unless there is more than one hour's 
work involved." - Smith 


"All gas-burning equipment is serviced without charge. At times, we are called to 
service equipment from other than our own accounts, for which we charge by the 
hour on a portal-to-portal basis." - Andersen 


"This is a free service area. Practically all LPG dealers give free service except 
where parts are replaced. ‘hen, there is usually a minimum service charge." - Gibson 


"After the one-year warranty, a $7.50 minimum charge for one hour and $4.00 for the 
second hour. Over 25 miles, add 10 cents per mile." - Winton 


"We do not have a regular service policy but I think it is a good idea. we charge 
by the hour on a portal-to-portal basis." - Hunt 


"In my case, it depends on the circumstances. If it's a good gas user, I charge only 
for parts. In 90 per cent of my service calls, there is no charge for service." -Little 


"We have no regular price schedule, but charge by the job. No travel time is 
charged." - Shafer 


"Our company does not have a policy on service charges. We answer such calls on a 
‘no-extra-charge'basis. I wish it were possible to establish such a charge. If so, 

it would have to be on a mileage basis, since our territory covers a 75-mile radius." - 
Morgan 


"We charge $4.50 hr, portal-to-portal. When atruck is in the area, there is no 
charge for service of 15 min or less." - Name withheld 


"We do very little service. We work with two service shops in tow and only 
supplement their work when needed." - Germann 


with—but he is comparable to the 
doctor, the auto dealer, the hi-fi 
specialist, etc. But the LPG dealer 
is at a terrible disadvantage in this 
competition and comparison. 

Go to a doctor and—with profes- 
sional assurance—he’ll quote you a 
standard fee, whether it be for an 
operation or an office visit. Go to 
an auto dealer and—with his own 
brand of professional assurance— 
he’ll quote you figures from either 
a blue book of used car prices or a 
flat-rate repair manual. Go to a 
hi-fi specialist and—with similar 
professional assurance—he’ll quote 
you a standard installation price 
from a price schedule. 

Go to an LPG dealer and—if the 
present survey is any indication— 
he’ll probably ask either the cus- 
tomer or himself one of three ques- 
tions: 1. What will you give me for 
the job? 2. What’s my competitor 
charging? 3. How close can I come 
to breaking even on this? 

The parallelism in these com- 
parisons is not perfect, of course. 
While most LPG dealers sell, in- 
stall, and repair appliances, their 
main profit comes from the fuel 
consumed by these appliances. 
Neither the doctor, the auto dealer, 
nor the hi-fi specialist is in a ‘‘fuel” 
business. 

Still, there is a valid point to 
ponder here: Many LPG dealers are 
either hesitant or downright re- 
luctant to make a profit on service 
—either because they already are 
making a profit on fuel, or because 
they fear losing some business to a 
competitor. This becomes evident 
in cut-rate prices and free service. 
To the customer, this connotes the 
dealer’s lack of professional assur- 
ance in the value of his service. In 
turn, the customer devaluates his 
opinion of: (1) the dealer’s ser- 
vice, (2) the dealer’s status as a 
professional businessman, and (3) 
the industry the dealer represents. 

While the sampling for the pres- 
ent survey was not large, it was 
very well spread and it strongly 
indicates several patterns. With 
the exception of one state—where 
there happen to be two BPN Opin- 
ion Panel members—a_ question- 
naire was sent to one dealer in 
each of the 48 continental states. 
Thirty-nine of the 49 question- 
naires were answered. 

Every one of the 39 dealers gives 
at least some free service. And 
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POWELL PERFORMANCE PAYS OFF 


You can count on Powell LPG Valves for top per- 
formance that pays off in outstanding safety and 
low maintenance. Here’s why: 

Poweil LPG Valves feature a full threaded stem. 
Then, there is a deep stuffing box for an extra 
amount of special packing to assure a positive, 
leak-tight seal. In fact, the valve can be easily re- 
packed under pressure when wide open. Powell’s 
special composition disc—in globe, angle and check 
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designs—gives long-life resistance to deterioration 
caused by hydrocarbons. And, this disc can be re- 
newed more easily and at a lower cost than other 
designs. Powell's exclusive LPG design also features 
a full way area through the body for optimum flow. 
Learn how this Powell performance can pay off in 
your butane and propane systems by contacting 
your nearby Powell Valve distributor or write The 
Wm. Powell Company, Cincinnati 22, Ohio. 


ite 


wih 


ee 
SS 
= 
i te 
—— 


Mas 


115th year of manufacturing industrial valves for the free world 


POWELL (|? VALVES 


THE WM. POWELL COMPANY CINCINNATI 22, OHIO 


AUGUST, 1961 














WHAT IS YOUR POLICY ON FREE SERVICE ? DO YOU GIVE ANY ? UNDER WHAT CIRCUMSTANCES ? 


"Pree service is given oniy where our company-owned or leased LPG system is concerned, 
Trouble not caused by our equipment is charged for. There simply is not enough margin 
in the LPG business to justify much free service. Too bad..." = Cheatum 


"The only free service we give is one or two calls after an appliance has been installed, 


Or, if the delivery man is in the yard and only a small adjustment is needed."- Allen 


“There are calls where we feel it is worth more to the company not to make a charge, 
such as giving a new occupant instructions on lighting a water heater or range pilot, 
r on using the gas system; also, calls where an appliance cannot be properly 
reoaired. There are numerous other types of calls along these lines." - Parlett 


"Competition in certain areas forces us to give free service. Customers tell us that 
when they used natural gas, the service was free." - Sahagen 


"We give free service on our gas equipment and six months Sree service on new 
appliances and heating." - Habermenl 


"we do some free service on range adjusinmts « if iv is in conjunction with a 

ss delivery." - Waddington 
"Je give free service on all car’mretion calls. We have mme old, faithful domestic 
heating customers for whom we clean and adjust heating systems and heaters once a year, 
free. We try to charge for all other calls - if the competition will allow us. Ten 


competitors work our territory. Some give free service and we have to watch closely, 
since they will use free service to get customers." - iiame withheld 


"we warrant an appliance for a customer to be serviced free for the warranty period 
given by manufacturers. We sometimes exceed this if the trouble seems to be one 
of manufacturing weakness and not customer trouble." - Schuette 


“We give free service on any appliance in warranty. Customers expect free service 
forever." - Miller 


“Our policy on free service is to guarantee our work for one year." = Hahn 
"Free service on new apnliances for the first year." - Cavanaugh 
"Pree service on adjustments to the gas-burning part of the appliance." - Munro 


"Our own customers get free service on appliances and carburetion." - Watkines 


"We have no free service unless competition warrants it.. We do, however, have 
free installations, due to competitive reasons." = Newcombe 


"If it's on our equipment from the meter out to the tank, or if it's an appliance 
in warranty, there is no charge." - Childers 


"We give free service to customers who need minor maintenance, such as cleaning 
and adjusting appliances.” - Epple 


We provide free burner adjustment service to our non-heating customers. For heating 
customers, we schedule an annua’ free ‘heat check'." = Paulding 


"We give free service on appliances we sell." - Smith 


"All gas-burning equipment for which we furnish gas is serviced free of labor 
charges." - Andersen 


“Free service to in-warranty customers, charity cases, and churches." = Winton 


"We give free service on all appliances in warranty and on all leaks in exterior equip- 
ment, if they are not due to malicious damage, etc." - Hunt 


"Pree service is frequently given, due to competitors, both propane and other fuels." - 


ohafer 


"All LPG service is free unless parte or changes in lines are involved. We 
light pilots and adjust burners free." ~- Reynolds 


"We give free service but have no fixed rule on it." - Lisitsky 
"If the driver gives the service, its free.” ~- Martin 


"Service for adjustments, etc., is free when given by the driver with no 
material involved." - Horn 


"To LPG customers, there is no charge if no parts are needed." = Linenverger 
"Free service is given only on gas leaks on company-owned equipment." < Winslow 


"We give free service on all gas installations owned by us, as well as minor 
service on appliances." ~- Priestley 


"Free service is given in this area on turn-ons when people move in, which is 
annually, since this is a tourist area and homes are closed during the 
summer." - Taylor 


"Free adjustments on all appliances sold by us - when the gas truck driver 
is on his route." <- Boone 


"Forced by competition, we give free service on normal maintenance; sometimes 
mere than just normal maintenance - on volume accounts." - Kaufman 


"Yes, we give some,- when it is only to check a leak, adjust a gas-using appliance, 
etc. For the service we render andfor what it costs us, we do not receive 
adequate compensations but how to do so is a problem, We feel that all LPG 
dealers are giving too much free service. All agree that it is expensive, 

but all give some as a matter of competition." - Frey 


"We give free service on appliances we sell that require service soon after 
installation. Perhaps we have been too lenient with free service. However, it 
dees help build good-will. As long as our net profits are satisfactory, we will 
probably charge some of this service (to our good customers) to advertising and 
good will." = Stucky 


Uniform pricing 





about 10 per cent give virtually all 
service for nothing. Many blamed 
the customers, who demand free 
service. Others blamed the com- 
petition. (Only about 10 per cent, 
however, thought the competition’s 
service policies were bad enough 
to be rated a problem.) A few 
dealers have no service policy at all 
while others vary their charges 
from customer to customer, and 
neighborhood to neighborhood. 

What is the general policy on 
service calls? It varies tremendous- 
ly, from dealer to dealer, so much so 
that a generalization is a sweeping 
simplification. However, it might 
be said that: (1) most dealers 
charge for the more serious ser- 
vice calls, such as those that require 
a trained service man or new parts; 
(2) they charge by the hour with a 
certain minimum. At variance with 
this is the fact that a good number 
of dealers charge by the job, cer- 
tain sums for certain jobs, accord- 
ing to a schedule. 

Beyond these basic generaliza- 
tions there seems to be no end of 
variety, as indicated by one of the 
accompanying compilations of com- 
ments. While most dealers do 
charge by the hour, that charge 
varies from $2.50 per hour all the 
way to $7.50 per hour, plus mile- 
age. Some charge on a portal-to- 
portal basis, more on an “on-the- 
job-time-only” basis. A few split 
the difference, charging the cus- 
tomer one-way portal-to-portal. 

What kind of service is free? 
Again, variety is the watchword, as 
shown in the second accompanying 
compilation of comments. Here are 
some of the more frequent an*vers: 
whatever the competition is giving 
free; work on our own equipment, 
the tank, meter, piping, etc.; ap- 
pliance adjustments; work on ap- 
pliances still in warranty; some- 
thing done while the driver is de- 
livering fuel or when he’s in the 
neighborhood; and service where 
parts are not needed. 

If the dealers are giving away 
the labor, either free or at bargain 
rates, they are at least not giving 
away the parts. Most take full 
mark-up. Quite a number specified 
a percentage mark-up and, outside 
of one Eastern dealer who quoted 
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There is an old saying that goes something like, 
“if you don’t look after yourself, no one will do 
it for you.” 


How true! 


In order to make your business prosperous it 
takes a lot of YOU Power. YOU have to buy right. 
YOU have to be a good manager. YOU have to 
hire dependable help. YOU have to have the right 
connections. 


Sinclar 


SINCLAIR OIL & GAS COMPANY 


LIQUEFIED PETROLEUM GAS SALES DEPARTMENT 





A LITTLE ABOUT 


YoU 
POWER 


Sinclair comes into the YOU Power picture 
through your judgment to select a dependable 
supplier. As a Sinclair TRUFLAME LP-Gas dis- 
tributor your YOU Power can be diverted from 
worry about quality of product, on time deliveries, 
engineering promotion aids to 
management and selling. 

So, put your YOU Power to better use by be- 
coming a Sinclair TRUFLAME LP-Gas distributor. 
Write for information today. 


assistance, and 


MEMBER 
L.P.G.A. 
aI 
MEMBER 
NATIONAL 
LP-GAS 
COUNCIL 


SINCLAIR OIL BUILDING e PHONE LU 4-0411 « TULSA 2, OKLAHOMA 


CAMP HILL, PA. @ MITCHELL, SOUTH DAKOTA @ ARLINGTON HEIGHTS, ILL. 
ILLINOIS @ JACKSON, MISSISSIPPI 


BELLEVILLE, 


AUGUST, 1961 


@ ST. JOSEPH, MICHIGAN @ MONTGOMERY, ALABAMA 





You can claim exemption 
if you support a “full time student” 


A new ‘‘full-time 
student” test has been 
added to the criteria 
by which you judge 
whether a child over 
19 can still be consid- 


COUNSEL 
AT YOUR 
ELBOW 


ered an income tax exemption. Here 
this test is interpreted by BPN’s 
tax expert, E. H. Mitchell. 


Do YOU HAVE A CHILD 19 YEARS 
OF AGE, or older, who was or will 





ALWAYS THE RIGHT SIZE 
Viking LP- Gas Pump for your job 
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@ FUELING e BOTTLING e 
e TRUCK e BULK e 


With the right size and type of 
pumps for efficient operation on every 


job, you can cut costs. Viking supplies | 
no com- | 


the right LP-Gas pumps... 
promising applications. 


Fueling and bottle filling pumps in 
5, 10, 20 and 30 G.P.M. sizes. Truck | 
mounting pumps come in four sizes— | 


28, 30, 70 and the new high speed 
80 G.P.M. pump. Bulk plant pumps 
come in 20 models to meet every need. 

You cutcosts even more with Vikings 
by having longer pump life and full 
capacity operation, due to the many 
exclusive Viking features... automatic 
pressure lubrication of idler bearing, 
automatic return-to-tank valve, the 
original Viking ‘‘gear-within-a-gear”’ 
pumping principle, and a simple non- 
leak mechanical seal and O-ring gas- 


kets. And these are just a few of the | 


Viking features. 


For more information, send today for 


Catalog HB and SP-527B 


VIKING 


PUMP COMPANY 
Cedar Falls, lowa, U.S.A. 
* In Canada, It’s ‘‘Roto-King'’ Pumps 
See Our File In Butane Propane Catalog 


i 


Fig. 196 
Bottle Filling 
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continue to be a student this year? 
If so, you probably will be able to 
claim him again as an exemption, 
and by so doing (if in the 50 per 
cent tax bracket) again chop $300 
from your 1961 tax bill. 

The $600 exemption for a de- 
pendent child stops abruptly at age 
19 unless the comparatively new 
“full-time student” test is met. Of 
course, the four other tests still ap- 
ply. He or she still must: (1) be 
supported by you; (2) be a mem- 
ber of your household; (3) be a 
citizen or resident of the United 
States; and (4) be a person who, if 
married, does not file a joint return 
with his or her spouse. 

You are entitled to this exemp- 
tion regardless of the amount of 
your child’s earnings. The child, 
too, may claim a $600 exemption 
for 1961 if he or she files a sepa- 
rate income tax return. 

The additional “student” re- 
quirement will be treated first. 


The “full-time student” test. A 
child is a “student” if, “during 
some part of each of five calendar 
months of the year (not necessarily 
consecutive) ,” he or she is a “full- 
time student at an educational in- 
stitution.” Such institution must 
maintain a regular faculty and cur- 
riculum and be attended by a body 
of students. This includes a full- 
time ‘‘on farm” training course at 
such a public or private institution. 

A “full-time” student is a person 
who is enrolled for “the number of 
hours of courses which (number) 
is considered to be full-time at- 
tendance.” 


Example. Your unmarried, 26- 
year-old son has-.another year in 
which to complete his six or seven 
year course at a medical college. 
You are still his sole support and 
he meets the other dependency re- 
quirements. You may still claim 
him as an exemption. 


Example. Your child, age 19 or 
older, graduated from college last 
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From the standpoint of profits as well as customer relations, January 1, 
1961, was a significant day for Webb’s Butane Service, Inc., Seligman, 
Mo.: that’s when the company’s first Mississippi Tank T-1 steel transport 
was put into service. After six months of around-the-clock operation, Mr. 
W. H. Webb, president, reports the unit is performing in the Mississippi 
Tank tradition—providing completely trouble-free service while carry- 
ing maximum payloads. » 


And of equal importance in the profit picture is the fact that the unit’s 
sturdy good looks create a favorable impression that says “here’s equip- 
ment you can rely on!” To prove that Webb’s Butane Service is sold on 
Mississippi Tank transports, Mr. Webb says they'll buy another the next 
time they expand their fleet. 


For details on profit-designed LP-Gas equipment, MAIL THE COUPON 


RD ied 


MISSISSIPP! TANK COMPANY, INC. BPN-8 
Hattiesburg, Miss. 





Without obligation, please send literature on— 


ery 
MISSISSIPPI 
TANK COMPANY 


INCORPORATED 


(] T-t steel transports [] Delivery units 
[] Domestic and Bulk Storage Tank Systems 


Name _ 
Company 
Address 

City and State _ 


Hattiesburg, Mississippi 
Phone JUniper 3-0262 
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“Full time student’’ 





June after attending school from 
Jan. 1 through May 31 of this year. 
This 5-month period completed the 
minimum “full-time student” re- 
quirement for 1961. If he meets 
the other tests, you may take the 
$600 exemption. Should he support 
himself the balance of the year, 
the ‘“‘support’’ test (see below) 
might deprive you of the exemp- 
tion. In such event, carefully check 


the “support” test. 

According to the Internal Reve- 
nue Service, your child is not a 
“student” if employed in the day 
time and attends: school at night. 
Neither do correspondence courses 
or employee training courses or 
programs meet the “student’’ test. 

The other four requirements ap- 
ply whether the child is under or 
over the age of 19. 


(1) The “support” test. To be a 
dependent, more than half the 





IS THIS YOUR PROBLEM? 
“Is a training program PRACTICAL for a dealer?” 


Time, effort and ingenuity spent on employee training is 
‘money -in-the-bank’ for the LP-gas dealer. Simple, direct 
methods bring quickest, most satisfactory results.” 


(FROM THE UTN SHIRTSLEEVES SERIES — VOL. 3) 


Everyone who climbs above the bottom rung of the economic ladder 
faces the problem of instructing others. Many of us find this an un- 
natural, even an unwelcome task — but one which is absolutely essential 
to the growth and progress of our businesses. 

As a dealer in a changing, highly competitive business, you have 
learned your lessons by practical experience. If your business is productive, 


child’s total 1961 support must be 
furnished by you. 

Among other necessities, “sup- 
port” includes food, shelter, cloth- 
ing, education, medical and dental 
care, recreation and transporta- 
tion. The fair rental value of a 
child’s room in your home may be 
included in your contribution 
toward his or her support. 

“Support” does not include in- 
come taxes, premiums on life in- 
surance, or the purchase by you or 
the child of capital items such as 
an automobile, even though needed 
for transportation. Cash scholar- 
ships given your child by others 
are not taken into account in deter- 
mining total support. 

This support test has nothing 
whatever to do with the amount of 
the child’s own earnings. His or 
her annual earnings may far ex- 
ceed $600 and may even exceed the 
total cost of the child’s support. 
Only the portion of such earnings 
that is spent for his or her “sup- 
port,” as defined in the last three 
paragraphs, need be used in figur- 
ing total support. Ignore the por- 
tion saved or invested. 


you have spent many hours of many days mastering the technical and 
non-technical know-how required. It is possible, however that you have 
not given much thought to transmitting your knowledge to your em- 
ployees and associates — at least on an organized, planned basis. Your 
business may or may not demand expansion at the present time, but 
your employees require periodic advancement in responsibility, authority 
and compensation. You are naturally reluctant to offer such advancement 
unless the employee involved has proved himself worthy. He may be able 
to do this by himself, given enough time, on a trial and error method. 
For your own profit, however, he can deserve advancement much more 
quickly with your help — your training. 

With this conviction at heart, you may be tempted to “ride off in 
all directions,” without much thought of organized effort. This problem 
is made so simply by the maze of suggestions which confront you on 
every side. How do you organize a training program? Who should con- 
duct it? What kind of training does he need to train others? Who shoitld 
you attempt to train? How long should it take? What method should 
you use? How often should you “hold class”? Should formal training 
be restricted to working hours? How do you even begin to “design” a 
training course? 

We hope, in the following paragraphs, to offer some practical, direct 
answers to these questions. First, recognize these facts: (1) you CAN 
organize and conduct a simple, productive training program; (2) your 
employees, few or many, will welcome it; (3) your company will benefit 
from their increased efficiency. Therefore, it's worth trying. 

*(A more complete analysis of this subject, together with sug- 
gested courses of action, is the subject of another of UTN’s special 
booklets, prepared for the benefit of our dealers and friends. Your 
copy of “Training for LP-Gas Employees” is free for the asking, 
either from your UTN representative, or by writing today.) 


LIN 


UNION TEXAS NATURAL GAS CORPORATION 


ENTERPRISE BUILDING TULSA OKLAHOMA 


(2) The “member of household” 
test. In spite of temporary ab- 
sences from your home for reasons 
such as vacations, school or sick- 
ness, the child continues to be “a 
member of your household.” 

The two remaining requirements 
should not be difficult. 

Under test numbered (3) above, 
your child must be either a citizen 
of the United States, or a resident 
of the United States, Canada, Mex- 
ico, the Canal Zone, or the Republic 
of Panama for the year you claim 
the exemption. 

You are not entitled to the ex- 
emption under test numbered (4) 
above if your married son or 
daughter should file, for the same 
year, a joint return with his or her 
spouse. To meet this test your 
married child, if required to file a 
return at all, must file separately. 

The additional “full-time stu- 
dent” rule, above, may be new to 
you. If so, it should be given some 
study. Of equal importance, how- 
ever, is the “support” test, num- 
bered (1). Check it carefully. The 
other three, numbered (2), (3) and 
(4), must be met but their applica- 
tion should be fairly simple. a 
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Custom Engineered GAS Space and Wall Home Heaters 
FIRST in BEAUTY — sleek tines — home furniture styling 


Wall to Wall— object to object — over- 


FIRST in COMFORT all warmth with balanced combination 


of radiant and forced air heating. 


Counterflow space heaters, counterflow 


FIRST in FEATURES wall heaters — directional heat — 


temp-air-trol. 


: Built-i ality equal to any and 
FIRST in VALUE Pipes Ht y equal to any and more 


You bet the Quaker line is “the hot 
one”. The one you want to sell—send 
for complete information on Quaker’s 
full line of space and wall home 
heaters. Write, phone or wire Heil- 
Quaker Corporation, Nashville, 
Tennessee. 
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REWIND MOTORS CAN BE MOUNTED IN SIX 
DIFFERENT POSITIONS ON HANNAY REELS 
OR MOUNTED SEPARATELY IN THE CABINET 


Hannay chain drive reel design lets you put 
the rewind power where you want it for 


most efficient arrangement of equipment | 


cabinet space. Positive chain drive is always 
perfectly aligned whether drive motor is 
mounted on the frame or in any remote 
position on the circumference of the reel. 
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EACH OF THESE REELS WILL HOLD THE 


SAME AMOUNT OF A GIVEN SIZE HOSE 





You can select from the many standard | 
Hannay reel models to find the exact combi- | 
nation of hose capacity and over-all dimen- | 


sion you need for your equipment. When 


very close tolerances are necessary, dimen- | 
sional adjustments can usually be made | 
without sacrificing capacity and with little | 

4 ! 


or no increase in cost. 


MANY DEALERS USE SEPARATE REELS 
FOR PRODUCT AND VAPOR HOSE LINES 


The use of separate reels to handle product 
and vapor return lines is especially practical | 


when extreme hose length makes dual hose 
handling difficult, or when the vapor line is 
not used for every delivery. For vapor hose 
lengths of 100 feet or less, reels with spring 
rewind motors prove efficient and eco- 
nomical. Longer hose requires the power 
provided by explosion-proof electric or 
hydraulic rewind motors. 


Ask your Truck Builder or LP-Gas Equip- 
ment Dealer for the pocket-size guide to 
“Efficient Hose Handling for LP-Gas De- 
livery,” or send your request directly to 
Hannay. 


CLIFFORD B. HANNAY & SON, INC. 
WESTERLO, NEW YORK 











Announcing the new, 
revised 


HANDBOOK 
BUTANE -PROPANE 
GASES 


Ready for delivery about October Ist, 1961 


A completely revised and up-to-date edi- 
tion of the volume that has long been 
recognized as the liquefied petroleum 
gas industry’s most authoritative tech- 
nical manual. 


TABLE OF CONTENTS 


Progress of the Industry 

The ABC of L.P. Gas 

Properties of the Hydrocarbons in L.P. Gas 

Properties of Butane-Propane Mixtures 

Volume Correction Factors 

Analytical Determination and Testing 

Fire Protection and Control 

Natural Gasoline Plants, Recycling Plants, Oil 
Refineries 

Delivery by Truck, Rail, Water, Pipe Lines 

L.P. Gas Storage 

Pumping Systems 

Liquid Metering 

Vapor Metering 

Installing and Servicing L.P. Gas Systems 

Semi-Bulk Systems 

Bottled Gas Systems 

Gas Utility Service from Central Plants 

Multiple Utility Service from a Central Plant 

Comparative Performance with Other Fuels 

Appliance Installation and Testing 

Domestic Applications 

Commercial Applications 

Industrial Applications 

Agricultural Applications (including Flame 
Weeding) 

Enrichment, Peak Load, and Stand-by Uses 

A Fuel for Internal Combustion Engines 

L.P. Gas Insurance 

Pipe Sizing 

Handy Tables for Field Use 


Price $15.00 per copy 


Orders accepted now for fall delivery 


We pay postage on orders accompanied by check 
or money order. In California add 60¢ for sales 
tax. 


Published by BUTANE-PROPANE NEWS 


A Chilton Publication 
198 S. Alvarado St., Los Angeles 57, Calif. 
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Exclusive 


To build a new tractor market, 
Cisco concentrates on the old 


There’s been only one time in his 
16-year career in the L. P. gas 
business that Jay V. Blount of Cen- 
tral Iowa Service Co. has leaped 
before he looked. Every other ma- 
jor business decision he has made 
has been the result of a careful 
weighing of the facts. He’s a typi- 
cal farm country conservative. 

So when Jay Blount states flatly 
that the future of L. P. gas farm 
tractors in Iowa is simply tremen- 
dous, you've got to believe it’s true. 

“In Webster county alone, ac- 
cording to USDA figures, there 
were 4730 tractors on 2149 farms 
in 1959,” he declares. “Our com- 
pany regularly does business in 
Webster and six adjoining coun- 
ties, each of which is about 80 per 
cent the size of Webster.” 

That’s the size of the potential 


Retween the tractor business and a heavy househeating load, Cisco 
Gas has been able to concentrate on large-volume fills. 
Blount consults the customer records used in scheduling deliveries. 
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GEORGE WALKER 


conversion market that Blount, al- 
most single-handedly, is pioneering 
in the area served by “Cisco Gas” 
out of his one plant at Fort Dodge. 
It’s slow, foot-slogging work, but 
the load is growing. Two years ago 
he had only seven tractor custom- 
ers; today he has 34. The way 
things are moving along, by 1966 
he expects to have 200. 

Yet it took Blount seven years to 
really become convinced that farm 
tractors offered the type of load he 
wanted to go after. If that makes 
him sound like the world’s cham- 
pion slow poke, it’s not intentional. 
To understand why he took that 
long, you have to know something 
about him and his company. 


Harvey 


JAY BLOUNT STARTED Cisco GAs 
right after he was released from 
the air force, in September 1945. 
Right off the bat, he leaped before 
he looked, and while it was a mis- 
take that almost ruined him, in the 
long run it proved to be “the best 
thing that ever happened to me. 

“IT bought some 250-gal butane 
tanks from a fast-talking salesman, 
and two carloads of 1000-gal tanks. 
Buying those 250’s was the worst 
mistake I ever made; they were 
underground tanks, and being un- 
dersized, they caused me all sorts of 
troubles. I had zillions of night 
calls. But the 1000’s turned out to 
be a smart buy; they quickly taught 
me the wisdom of having adequate- 
ly sized tanks, and they made me 
sell the big loads. As a result, to- 
day our customer list is 95 per cent 





Jay Blount, in his working clothes, points to the LPG carburetion 
system on a 1947 Minneapolis "U." Despite its age, Blount will soon 
give it a complete overhaul and give it more years of service. 
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equipped with 1000-gal tanks. This 
is the one thing that has allowed 
us to survive seven competitors, all 
long since gone.” 
_ One of the important lessons was 
that undersizing can run your de- 
. livery costs sky-high. On the other 
hand, by having adequate storage, 
Cisco has been able to maintain an 
average-per-customer drop of 524 
gal (1959 figures). Several days 
last winter, between his domestic 
and his commercial customers, he 
averaged 678 gal, although some 
customers are served by 500-gal 
tanks. 

In spite of those initia] carloads 
of tanks, most of his early cus- 
tomers were on cylinder service. 
Through the years, however, this 
situation has changed: as he con- 
tinued to push the househeating 
load (he pioneered this one, too), 
his cylinder business has been 
shifted to some 40 retail dealers, 
mostly hardware stores, that he 
supplies. 


Carburetion considered 


He first became interested in 
carburetion some 15 years ago. He 
had some long talks with Jack 
Krebs of Century Gas Equipment, 
who at that time was a distributor 
in Hutchinson, Kan., and Krebs 
tried to persuade him to go after 
the tractor load. ‘Frankly, I was 
seared,” says Blount. “I was 
afraid I would be getting in over 
my head.” 

Blount made one or two conver- 
sions about nine years ago, but all 
he could see ahead of him, if he 
should take the plunge, was a bee- 
hive full of troubles. 

He also was too busy building 
his bread-and-butter business, 
househeating, and establishing and 
enlarging his dealer business, to de- 
vote any real time and effort to the 
tractor business. 

During those years when he was 
trying to make up his mind to take 
the plunge, Blount was plagued by 
many doubts. “A dealer has to 
progress,” he says, “but I had to 
be sure that a conversion would be 
as good for the customer as it would 
for me. You have to give the farm- 
er a little more than he expects, 


AUGUST, 1961 





A reprint of this article can be 
obtained by writing on company 
letterhead to the Editor, BUTANE- 
PROPANE News, 198 S. Alvarado 
St., Los Angeles 57, Cal. 





because you want to keep him your 
customer always.” 

In those days, where conversions 
were being pushed, they were ac- 
tually being oversold. Farmers were 
led to expect miracles, but the 
miracles didn’t materialize. Con- 
versions were being made without 
regard to consequences; the jobs 
were not done right, so LPG in 
some areas got a black eye. “One 
company put on 50 carburetors of 
poor design,” says Blount. “Within 
six months, all had come off, and 
there were 50 farmers who were 
down on LPG. This set us all back 
at least four years.” 

Another deterrent was the skep- 
ticism of Blount’s father, S. Harvey 
Blount, who joined him as a part- 
ner eight years ago following re- 
tirement from an executive position 
with Central Service Co. of Des 
Moines. Harvey Blount is the bal- 
ance wheel of the operation, and 
he likes to counsel his son to act 
conservatively. One word of caution 
from Blount, Sr., was that carbure- 
tion customers would require so 
much service that it would eat up 
all the profits. 


Implement dealers 


Meantime, implement dealers in 
northern and northwest lowa (Cis- 
co’s market area) were taking a 
dim view of LPG as a tractor fuel. 
Most of them still do, says Jay 
Blount. It’s still new to them. 
Like Harvey Blount, they fear the 
service problems that will arise. 
Moreover, they don’t want to upset 
their service departments, and they 
simply don’t want to take the trou- 
ble to learn about the fuel. In the 
past few years, their sales efforts 
have been concentrated on diesel 
tractors. 

“Implement dealers are the real 
trouble spot in the LPG tractor sit- 
uation,” says Jay. “I know of two 


cases where their factory repre- 
sentatives have told them, ‘If you 
want to ruin your parts business, 
sell them LPG.’ ” 

Despite these rather bleak pros- 
pects, the image of a vast, untapped 
market continued to take shape in 
Jay Blount’s mind. “I felt some- 
thing had to be done, and the trac- 
tor load looked like the best an- 
swer,” says Jay. “The time was 
fast approaching when there would 
not be enough money in the winter 
househeating business to carry us 
through the summer. There was no 
longer enough margin left in our 
price to the customer. Competition 
was getting keener all the time. 

“We simply couldn’t continue to 
operate the way we did 10 years 
ago, when there was no competi- 
tion. We were committed to build 
our summer business.” 


Trouble with diesels 


Then, ‘too, Jay Blount saw some 
signs of a swing away from diesel 
tractors. “Many people tell me that 
farmers who bought diesels several 
years ago are turning back to gaso- 
line models. They’ve found that re- 
pair costs are too high. Money has 
been tighter, and farmers in this 
area are looking more closely at 
their operating costs. 

“A diesel is no good unless it is 
worked hard all the time. Light 
work makes the engines foul up. 
And the quality of diesel fuel will 
vary from load to load.” 

Another favorable sign, says 
Jay: Farmers are not as quick to 
buy new tractors as they once were. 
A new one costs about $6000; Cis- 
co can rebuild an old one for about 
$600, and give it 10 more useful 
years of life. 

That, in essence, is how Jay 
Blount viewed his farm tractor 
market a couple of years ago—and 
that’s how he views it today. 

But even though, by balancing 
the debits against the credits, he 
was able to convince himself that 
he should go into tractor carbure- 
tion work, he still needed to gain 
confidence from some source. This 
he was given by the master teach- 
er, C. F. Butterworth of Acme 
Carburetion in Mankato, Minn. 
Butterworth taught him the funda- 
mentals of carburetion. “But more 
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Dick Phillips (left), Cisco's conversion expert, and Jay Blount check 
tank mounting alignment on 1954 Ford preparatory to conversion. 
Job was done in the shop of an implement dealer. 


Power 


than that,” says Blount, “Charlie 
brought all my thinking on the sub- 
ject down to basic terms. He gave 
me not only the knowledge of the 
subject, but more important, a real 
understanding of it as well. It was 
from this understanding that I 
gained the confidence I needed.” 

One of his first moves, once he 
had decided to push the load, was 
to purchase an old (1946) Farmall- 
M tractor, convert it himself, and 
use it as a demonstrator. Original- 
ly rated at 39 hp, after conversion 
it developed 5314 hp, pulling a 4- 
bottom, 14-in. plow in third gear. 
This in itself helped him build his 
confidence in conversions. 

His method of selling tractor 
conversions is to concentrate, inso- 
far as is possible, on his present 
bulk customers. They know him, 
recognize the fact that he gives 
service, and are willing to bank on 
his integrity. Blount insists that 
they go to their present implement 
dealer for an overhaul, for high 


compression and manifold cooling. 


The compression ratio on these old 
machines is as low as 4:1, so Blount 
refuses to touch them unless this 
work is done. Then either Jay or 
his carburetion expert, Dick Phil- 
lips, comes into the dealer’s shop to 
install the carburetion equipment. 

Using this approach, Blount 
found that the techniques of sell- 
ing and installing conversion be- 
gan to “jell” in a short time. He 
discovered that he could promise a 
reduction of 1/3 in fuel costs with 
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every expectation that actual per- 
formance would exceed that figure. 
“We’re cutting costs in half,’ he 
says flatly. 


A penny off 


As an inducement to get custom- 
ers to convert, Cisco offers them a 
one-cent reduction on all the gas 
they use. This, says Jay Blount, 
does not cut into his profits. 
“Usually, we figure that a tractor 
will make the difference between 
the farmer having a 500-gal or a 
1000-gal tank. We have found that 
it costs us, on the average, one cent 
less to service a 1000-gal tank 
than a 500.” 

To achieve this cost saving, of 
course, Cisco must be able to sched- 
ule its deliveries for maximum fill. 
This is assured by use of the 
Blount’s own version of a “degree- 
day system.” The system consists 
of a Kardex file containing indi- 
vidual record cards for each cus- 
tomer. After a customer has had 
three or four fills, his usage is aver- 
aged out and he is assigned a so- 
many-day usage period. This peri- 
od is noted on the card; and 
through a signal system in the mar- 
gin of the card, he is scheduled 
for delivery at the proper time. 

Fills are scheduled on a 400-500- 
gal target basis. For a customer 
with a 1000-gal storage, this tim- 
ing allows a leeway of 30 days or 


Darrell Frohling (right) is the owner of this Case as well as the 
old-time Minneapolis "U." As a result of Blount's work with him, he's 
a strong booster for LPG. 


more. For a customer with a 500 
gal tank, the target fill is scaled 
down proportionately, and the lee- 
way is reduced to about two weeks. 

As noted earlier, Cisco“is able to 
maintain an overall average well in 
excess of 400 gal per fill, which is 
highly satisfactory to the Blounts. 

* * *% 

Jay Blount recently took us on 
a tour of some of his customers to 
give us an insight into his conver- 
sion techniques and theories. 

At the shop of Harold Letts, the 
case implement dealer in Webster 
City, Iowa, Dick Phillips was mak- 
ing a conversion on a 1954 Ford 
tractor following ai overhaul by 
Kenneth Letts. 

Letts installed new rings, ground 
the valves, and put on a cold mani- 
fold, which increased the horse- 
power by “about 2.” Blount de- 
cided not to touch the head or the 
pistons on this job. “The rings and 
valve grind assure us of plenty of 
power,” said Blount. “This model 
has a 7.5 to 1 ratio; if it had been 
less than 7 to 1, we would have 
recommended raising it. 

“Besides, it’s a ‘chore’ tractor, 
just used for light work, so it will 
use only about 30 to 50 per cent 
of its available power. 

“As far as fuel consumption is 
concerned, the customer couldn’t 
have gained more than a half-a- 
gallen per hour (2% vs. 2 gal). 
Now, on a heavy duty tractor, it 
would have been different; there it 
might have been 6 gals per hour 
vs. 3.” 

The Ford belongs to Darrell 
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Frohling. We visited his farm, 
where he also has a weary-looking 
1947 Minneapolis “U.” This was 
LPG-equipped from the start; it is 
now ready for overhaul. Soon 
Blount will overhaul the vaporizer 
with a new gasket and diaphragm 
kit, overhaul the worn parts of the 
carburetor, replace all ground cable, 
clean up the starter and all elec- 
trical circuits, put in plugs and 
points, clean the air cleaner and re- 
tune the engine. “This will put it 
back in fine shape,”’ says Blount. 

A third Frohling tractor is a 
Case 800. Frohling says he had 
trouble with it when it was new. 
Blount blames this on an under- 
sized vaporizer and carburetor, 
which he replaced. Frohling says he 
is now happy with its performance. 
It’s equipped with Case-O-Matic 
drive, and Frohling says he can 
pull a 5-bottom plow with it. 


strain. We added one bottom in 
one higher gear. 

“And don’t think this increased 
power will hurt the tractor. The 
slow-burning LPG actually de- 
creases bearing and crankshaft 
trouble.” 

There are many who would argue 
that this can’t be done. But Blount 
believes he has the proof in 
Friest’s tractor—as well as others 
he has converted. 

With results like these, Blount 
has all the confidence he needs to 


exploit every bit of the potential 
in the farm tractor market in his 
service area. There’ plenty of 
room left for: Cisco to grow. The 
bulk of that growth will come 
through development of the car- 
buretion load. 


Is Jay Blount foolish to spend 
his time converting the old timers? 
There are those who might say he 
is. But here’s Blount’s answer to 
them, in his own words: 

“We must instill confidence in 
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Frohling, incidentally, is a strong 
booster for-LPG. His 1000-gal tank 


_ MAINTENANCE 50%” 


supplies a combine, two brooder 
stoves, his tractors, two stock tank 
heaters, and everything in the 
house but the range. He plans 
soon to switch from electric cook- 
ing to gas. 

At the Marker farm, a John 
Deere 730 is operating on LPG, 
and Hans Marker says the next one 
will also be on LPG. The John 
Deere is in its third year of serv- 
ice. 

“We used 28 gals to cultivate 80 
acres of corn,” says Marker. 

Marker has a John Deere 60 op- 
erating on gasoline. He’s think- 
ing of having it converted. Says 
Blount confidently, ‘We can add 6 
to 8 hp with a conversion if we 
use high altitude Vanisil pistons.” 

Blount, incidentally, checks his 
jobs on a dynamometer whenever 
compression ratio changes are in- 
volved. 

Another farmer, Ed Friest, has 
a 1952 John Deere G distillate 
burner; Blount converted this one, 
installing Vanisil pistons and cool- 
ing the manifold. This is a slow- 
speed engine, turning at 750 rpm, 
and has 614-in. diameter pistons. 

“We raised the compression from 
41% to 1 to 8% to 1,” says Blount. 
“On a similar tractor, we pushed 
the horsepower from 39 to 56. It 
had been lugging when pulling a 3- 
bottom 16-in. plow. After conver- 
sion, it pulled 4 bottoms without 
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L-P GAS CARBURETION 


Mr. S. D. Zenor, General Manager, Louisville Concrete Service, Inc., 
Louisville, Kentucky, reports... “our service includes seven Crane Car- 
rier Corporation Mixer Master trucks. Six of these are equipped with 
Century LP-Gas Carburetion Systems. Upon careful comparison with 
identical gasoline operated trucks, we have recorded an average of 50% 
LESS motor maintenance and tune-up. Savings have also been record- 
ed due to less frequent oil changes. In addition, we no longer suffer loss 
due to pilferage. The LP-Gas sealed tank system prevents syphoning 
or other means of looting which occur on gasoline trucks when parked. 


In addition our drivers report... 


... Instant Power on Take-off 
..» No Power Lag” 





LP-GAS CARBURETION [& 


BW 


WANT MORE FACTS? 


Send for Free Literature 





our -LPG tractor fuel. With our 
‘sw CARBURETION | 22.0. 
cost must make out of our customers 
buyers of new LPG equipment, or 
we will have failed. Until our cus- 
tomers, when they finally sell their 
old converted equipment, go out 
and buy a new, properly equipped 
L. P. gas tractor, we cannot claim 
we have done a good job. 

“That is the final test.” 2 








And Carburetor Models 582, 
583 & 584 You Can Profitably 


... Also Most Fork Lift Trucks and Stationary 
Engines of 100 to 300 Cubic Inches 


The lower initial cost of J&S is making possible more 
conversion sales and boosting motor fuel gas sales! 


Many LP-Gas Dealers Stock J&S Carburetion For Quick Sales 


The J&S 600-W-6 PACKAGE contains everything you need: the vaporizer, a , — = stg hewn ~ 
regulator, filter, hoses, clamps and fittings necessary to convert most any ee ee nied? vesse 
tractor or small stationary engine. for propane at Sun Oil Co.'s Marcus 


The compact size and amazing flexibility of J&S carburetion parts enable you | | Hook, Pa., refinery. 
to make installations quickly and easily. J&S quality means good performance, 
customer satisfaction and extra profits to you. See your J&S distributor or | | Sun Oil completes 


write us today. e . ° 
biggest purging job 
The biggest purging job ever 
CARBURETOR COMPANY completed in an underground 
P.O. BOX 10391 PHONE: RA-4761 cavern took place at Sun Oil 


DALLAS 7, TEXAS Co.’s Marcus Hook, Pa., refinery. 
Cardox, Division of Chemetron 
Corp., recently displaced the air 
from the 2.2 million-cu-ft cavern 
so it could safely be used for 


%. 
& w rkhill propane storage. 
<0 a Cardox used 112 tons of car- 
> bon dioxide to remove the ex- 
plosion hazard by displacing 


REPAIR YOUR OLD NOZZLE oe 


* and providing an inert atmos- 
Parts and adaptors are in stock si 


For information ask The cavern has a capacity of 
400,000 bbls and is the largest 


PARKHILL-WADE in the country to be hewn out 


of granite. Its only access is a 
475 Huntington Drive, Son Marino, Calif. single shaft 42 in. in diameter. 
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about New Products in this issue... 
or to get the Trade Literature offered... 


use these time-saving READERS’ SERVICE CARDS 


Each New Product or Trade Literature item reviewed 
in this issue is numbered. To get more information 
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: Ps by UNIVAC .~ ee . number on the Readers’ Service Card, then PRINT 
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For further information on any items in this section use the 
convenient Univac Readers’ Service postcards on pages 81, 82. 


New Products and 
Free Literature 


Totally sealed gas water 
heater needs no chimney 
Cirele 1 on Readers’ Service Card 


A new totally sealed combustion 
water heater (GEC 860), which 
needs no chimney, has_ recently 
been introduced. Since the air is 
drawn from outside through sealed 
air passages, gas escaping into the 
room is completely eliminated. Fea- 
tures include new burner design, 
glass-lined tank and heavy con- 
struction throughout. Bastian-Mor- 
ley Co. 


Commercial water heaters 
save cost, build gas load 
Cirele 2 on Readers’ Service Card 


This new line of commercial gas 
water heaters is said to deliver 
large- volume high - temperature 
water at lower cost because of 
longer tank life. The tanks are solid 
copper, reinforced with _ steel. 
Hourly heat inputs run from 55,000 
to 360,000 Btu and deliver from 
46 to 300 gals. at 100-deg. tem- 
perature rise (GEC 850). Ruud 
Manufacturing Co. 
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Insta-Lite compact burner 
ideal for outdoor cooking 
Circle 3 on Readers’ Service Card 
This newly-designed compact 
one-burner stove operates on eco- 
nomical Insta-Lite Butane Fuel in 
throw-away containers. The stove 
contains generous cooking surface 
with a grate 914- by 6-in. wide. An 
aluminum reflector fits under the 
burner control knob for positive 
flame regulation. The case is fin- 
ished in bronze sandalwood baked 
enamel (GEC 240). Metalcraft. 


LPG motor-mounted pump is 
fast and easy to install 
Circle 4 on Readers’ Service Card 


Designated as MIG, this motor- 
mounted LPG pump combines low 
cost with. high performance to 
speed bottle filling, equipment fuel- 
ing and other small transfer jobs 
for the dealer and industrial user. 
There is no need for separate 
pump bearings, second seal, cou- 
pling, pump head, or mounting base 
with this pump (GEC 660). Black- 
mer Pump. 
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LPG vaporizer controls 
liquid on inlet side 
Cirele 5 on Readers’ Service Card 


A direct fired LPG vaporizer 
(GEC 830) that controls liquid on 
the inlet side is now available. The 
unit, with no return vapor line to 
rob pressure from the storage tank, 
has a heat transfer efficiency rat- 
ing of over 80 per cent under nor- 
mal operating conditions. The tem- 
perature design rating has been 
lowered to 20 deg. F. Ransome 
Torch & Burner Co. 


Atmospheric-type burners 
have temperatures up to 750 
Cirele 6 on Readers’ Service Card 


“Star Sixties” air tube atmos- 
pheric-type burners are designed 
for air-heating applications and 
oven-heating systems having maxi- 
mum ambient air temperatures up 
to 750 deg. F. Special alloy con- 
struction can be provided to with- 
stand temperatures up to 900 deg. 
F. Gas volume is controlled by a 
single valve in the gas line (GEC 
080). Eclipse Fuel Engineering. 


83 





For further information on these products use Readers’ Service Cards on pages 81, 82 


Ignition noise suppression 
for two-way radios 
Circle 7 on Readers’ Service Card 


A means of suppressing ignition 
noise interference caused vy vehicle 
electrical systems has been devel- 
oped for extending the operating 
range of LPG two-way radio sys- 
tems, and providing more reliable 
reception in heavy traffic areas 
(GEC 140). Motorola. 


Heater fits small-to- 
medium sized applications 
Circle 8 on Readers’ Service Card 


The B-250 storage type commer- 
cial water heater meets the grow- 
ing needs of small-to-medium-sized 
commercial and industrial water 
heater applications. It heats 210 
gph at 100 deg. F. temperature 
rise, rated at 250,000 Btu per hour 
(GEC 860). A. O. Smith. 


L. P. gas lantern fits on 

any type cylinder 

Circle 9 on Readers’ Service Card 
This LPG lantern has been de- 

signed for use on any size or type 

propane cylinder. A simple adapter 

permits mounting the lantern on 

any cylinder with standard POL 

valves (GEC 470). Mutual Liquid. 
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New dual automatic 
shut off valve designed 
Circle 10 on Readers’ Service Card 


Designated as IP-L/Temp, this 
new line of automatic shutoff valves 
provides dual automatic safety by 
closing on either increasing pres- 
sure or ambient temperature, or 
both. Applications are for gas dis- 
tribution and transmission (GEC 
820). Security Valve. 


sits stink CS tans ea eae OE Se 
Four new "DS series" duct 
furnaces added to line 

Circle 11 on Readers’ Service Card 


Four new-capacity modular duct 
furnaces have been added to the 
DS series. The new are rated at 
175,000, 225,000, 275,000, and 350,- 
000 Btu input. They are equipped 
with condensation shields for 
burner protection, hooded pilots, 
drain pans (GEC 410). Reznor. 
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Compact gas analysis unit 
developed for LPG industry 
Circle 12 on Readers’ Service Card 


Developed for natural or L. P. 
gas industry use, this compact gas 
analysis instrument features re- 
finements in precision and packag- 
ing (GEC 760). American Sys- 
tems Inc. 


Tubing benders are now 
available in six sizes 
Cirele 13 on Readers’ Service Card 
Six sizes of tubing benders for 
use with soft or hard copper, alu- 
minum and certain sizes of stain- 
less steel tubing are now avail- 
able. The benders will accommo- 
date tubing of 3/16-, 14-, 5/16-, 
3%%-, 7/16-, and %-in. O.D. (GEC 
770). Ridge Tool Co. 
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Two cuts with one torch 
possible with twin tip holder 


Circle 14 on Readers’ Service Card 


This cutting torch will operate 
on any gas, on all model 98-2 cut- 
ting torches, using series 6290 cut- 
ting tips. The twin tip holder 
makes possible two simultaneous 
cuts within a spread of 144- to 12- 
in. from one machine cutting torch 
(GEC 780). Harris Calorific Co. 


Infra-red rays provide 
steady-even heat 
Circle 15 on Readers’ Service Card 
A new method of melting lead 
is achieved by using infra-red heat. 
The infra-red rays from the burner 
provides steady even heat over the 


entire surface of the melting pot 
(GEC 400). L. & W, Wagner. 
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Gas-fired infra-red heater 
for outdoor installation 
Circle 16 on Readers’ Service Card 
A gas-fired infra-red radiant 
heater for outdoor installation on 
pool decks, in patios and gardens is 
now available. Installation may be 
permanent or on a portable base 
for either natural or propane gas. 
Input of the heater is 50,000 Btu 
per hour. It is also available for 
indoors (GEC 420). Solarflo Co. 


New wrench designed to fit 
all large acme hose unions 
Circle 17 on Readers’ Service Card 
This new 1049 Acme Union 
Wrench has been designed to fit all 
large acme hose unions and seal caps 
from 2%4- to 44%4-in. It (GEC 770) 
is made from high tensile aluminum 
bronze for spark resistance. It is 
rugged, well balanced, and has 
high impact resistance, along with 
non-magnetic and corrosion resist- 
ance. Roney, Inc. 


Evaporative air coolers 
now made for trailers 
Circle 18 on Readers’ Service Card 


Evaporative air coolers are now 
available in multipurpose and 
trailer varieties. The trailer cool- 
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Time-tested equipment . . . 
plus progressive engineering . . . to meet 
your heat-treating requirements 


Progressive things are happening at Hones to bring to- 
gether the experience of years in industrial heating 
equipment and the forward-looking concepts of modern 
engineering skills. The time-tested ‘“Buzzer’’ line needs 
no blowers, power or other auxiliary equipment to effect 
combustion; simply connects to the available gas supply. 


CHARLES A. 


Files Up 
To Date? 
INC. — catatog 


133 S. Grand Ave., Baldwin, L.I., N.Y. of) 
: $.; 
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New products 





ers are available in sizes of 2200 
and 3200 cfm, have factory in- 
stalled pump and 2-speed motor. 
The multipurpose is available in 
sizes of 2000 to 5500 cfm air deliv- 
ery (GEC 020). Dearborn Stove 
Co. 


Relief valve incorporates 
metal and resilient seal 
Circle 19 on Readers’ Service Card 


This new valve incorporates a 
combination of metal and resilient 
seal seating that provides excep- 
tional performance in a _ simple, 
low-cost design. The valves are 
constructed of steel, equipped with 
teflon seals, and are stocked in 10 


connection combinations of %-, | 
34-, and %4-in. dry seal pipe (GEC : 


820). Kepner Products Co. 


Relief valve manifolds for 
pressurized storage tanks 
Circle 20 on Readers’ Service Card 


Designed for direct connection 
to a flanged tank opening, the RegO 
safety relief valve manifolds re- 
quire no inlet piping or shut-off 
valves. The manifolds are available 
with two, three, or four safety re- 
lief valves in threaded mounts. 
They are designed for uninter- 
rupted service on pressurized stor- 
age tanks containing LPG and other 


Space-saving furnace can 
be installed easily 
Circle 21 on Readers’ Service Card 
This line of forced air furnaces 
now includes horizontal attic units 
which feature both space-savings 
and “right or left side” duct, gas, 
and vent connection for flexibility 
of installation. The burners are 
pressed steel, modified single-port 
design (GEC 420). The Payne Co. 
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Booklet for LPG dealers 
Circle 22 on Readers’ Service Card 


A new booklet, “Selecting and 
predicting personnel for the LPG 
dealer,” is prepared for the busi- 








TEMCO 


engineers new gas central heating duct system floor furnace 


HERE’S HOW IT WORKS: 


This is a new heating application -an 85,000 
BTU gas floor furnace with built-in heavy-duty 
blower and eight duct take-offs designed to fit 
in the opening of most large capacity BTU floor 
\furnaces. Special features include built-in return 
a and discharge plenum. No special sheet metal 

}; work is required. 

// HERE’S WHAT IT MEANS TO YOU: 

(every floor furnace user can now switch to cen- 
tral heating quickly and inexpensively) 


REPLACEMENT SALES 


(every new floor furnace prospect can be switched gag 
to TEMCO’s gas central duct system floor 
furnace) 


NEW BUSINESS SALES 


If you've been looking for more business . . . 
MAIL THIS COUPON TODAY! eeeeeeeeeeeeeeeeeeeeeeee 


® + TEMCO, Inc., Dept. BP, Nashville 9, Tenn. ° 
TEMEO} inc. eS 
* nc. 2 est TEMCO distributor, along with > 


« specifications and detailed information 
eee LS ee °, TENNESSEE en the TEMCO ges central heating © 


ea Malng Special foe the Medin:! — 3 asm Wwe Kens” 
@e@OUCenh 


Model Number FF 85 Patent pending 


* ADDRESS 
2 cry . 
* SIGNED BY ° 


~ 
eeeeeeeeeeeeeeeeeeeeeeee 
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ness’ man who does his own em- 
ploying without the assistance of 
a personnel manager or department 
(GEC 450). Union Texas. 


Reference on valves offered 
Circle 23 on Readers’ Service Card 

A new 16-page pocket-size refer- 
ence booklet on valves is now avail- 
able. It offers condensed listing of 
standard and low pressure gate, 
globe and angle, check, and special 
valves. It also includes a figure 
number comparison chart and ap- 
plication and installation tips (GEC 
820). Ohio Brass. 


Brochure on furnaces, burners 
Circle 24 on Readers’ Service Card 


A four-page brochure showing 
some of the “Buzzer” industrial 
gas furnaces and burners is now 
available. The equipment requires 
no blowers, compressed air, pres- 
sure boosters or electric power to 
effect combustion (GEC 400). 
Charles A. Hones, Inc. 


Rotocycle meters described 
Cirele 25 on Readers’ Service Card 


Rotocycle meters for all liquid 
metering applications are _illus- 
trated and described in detail in a 
new catalog (GEC 560). Micro ad- 
justment calibration is also ex- 
plained and illustrated. Rockwell. 


LPG carburetion explained 
Circle 26 on Readers’ Service Card 


A 6-page, two-color brochure cov- 
ering LPG carburetion benefits and 
uses in simple, concise terms, is 
now available (GEC 100). Century 
Gas. 


Brochure on flaming 
Circle 27 on Readers’ Service Card 


A 12-page brochure is now avail- 
able on flaming. This booklet lists 
its many uses on the farm. It also 
gives the dealer a program to fol- 
low in promoting flame cultivation. 
Included are ads that ean be or- 
dered for dealer’s imprint (GEC 
001). Cities Service. 
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any time... 
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BE SURE 
o] ee) aA 3 
WITH 


No other supplier can give you more sure benefits. 
What’s more, you can count on these benefits always 
—no matter what the time or weather: 


@ You buy direct from PURE, producer of its own LP-Gas. 

@ You buy a product of rigidly controlled quality. 

@ You get delivery when you need it—no delays—by PURE’s own fleet 
of tank cars and by trucks. 

@ You are sure of constant supply from PURE’s huge underground stor- 
age facilities and ever-increasing production. 

@ You sell under your own brand name, without competition from PURE. 


For all the money-making facts, call or write the Pure Oil 
office nearest you. Do it now—and 
be sure from now on! 


The Pure Oil Company, 200 East Golf 
Road, Palatine, Illinois @ Minneapolis, 
Minnesota: 825 Thornton Street, SE @ Fort 
Worth, Texas: Fair Building, P. O. Box 
2107 © Tampa, Florida: P. O. Box 1630. 


Be sure with Pure 





E. L. Mills J. L. Moore 


Bastian-Blessing Coleman Co. 
E. L. Mutts, II, has been appointed 
assistant sales manager of RegO 
Plant Equipment Division of The 
Bastian-Blessing Co., Chicago. He 
recently served with the company’s 
research engineering department. 


JessE L. Moore was recently 
elected a vice president of the Cole- 
man Co., Wichita, Kan. He will con- 


A. C. Hansen 
Robertshaw Fulton 


tinue as general manager of the heat- 
ing and air conditioning division. 


FraNk H. Post—from vice presi- 
dent and general manager of Robert- 
shaw-Fulton Thermostat Division, 
Richmond, Va., to corporate vice 
president of marketing. ARNOLD C. 
HANSEN—from assistant to the gen- 
eral manager of the Grayson Con- 
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COMPARSION! 


DIGS WIDER 


DEEPER 


FASTER 


THAN ANY KNOWN 
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and complete 
specifications on the 
Trench Devil from this 
specially prepared 
brochure. 
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trols Division at Long Beach, Calif., 
to general manager of the Thermo- 
stat Division at Youngwood, Pa. 
WiLLiAM H. GILMORE, THOMAS J. 
INGERSOLL, DONALD P. FAULHABER, 
and WILLIAM B. JOHNSON, JR., have 
been named district sales managers 
for the company’s Grayson Controls 
Division. Their respective offices 
are in St. Louis, Mo.; Morton Grove, 
Ill.; Haddonfield, N. J.; Atlanta, Ga. 
JoHN C. Lowe—from district sales 
manager for Grayson in Kansas City, 
Mo., to product sales manager in 
Long Beach. Davip A. BopiINg, Hay- 
DEN E. RoBeErtTs, JR., and WILLIAM K. 
RAE have been named sales represent- 
atives for Grayson in the mid-west- 
ern, southern, and Chicago areas. 
respectively. 


Epcar A. GAUDETTE—from assist- 
ant to the president in charge of 
accounting operations of Neptune 
Meter Co., New York City, to vice 
president and treasurer. WILLIAM L. 
PERKINS was recently appointed sales 
representative and will work out of 
Neptune’s Louisville, Ky., office. 


Ron IFroutp, formerly with Wal- 
laceburg Brass, Ltd., Ontario, re- 
cently joined the Ridge Tool Interna- 
tional Co., Inc., Elyria, Ohio, as 
Western Europe sales representative. 


JEss C. Evans, Jr.—from cashier 
of Cities Service Petroleum Co., Bar- 
tlesville, Okla., to assistant treasurer. 


Epwarp W. Ervasti—from assist- 
ant director of marketing of Calumet 
& Hecla’s Wolverine Tube Division, 
Allen Park, Mich., to director of mar- 
keting. 





Steady workers 
— major problem 


Small Business Administration 
is offering a four-page summary 
on “A Study of the Problems of 
Small Retailers in Wyoming.” 

The study covered 487 retail 
businesses in Wyoming, ranging 
from confectionery stores to au- 
tomobile and farm equipment 
dealers. 

Locating and keeping compe- 
tent, qualified employees was 
listed as a major problem by 279 
of the firms interviewed. 

Copies can be obtained from 
the University of Wyoming, Box 
8275, Laramie, Wyoming. 
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JOHN R. HopGson has been named 
sales representative of Kerotest Man- 
ufacturing Co. of Pittsburgh. He will 
represent the steel valve division in 
the Texas, Louisiana region. 


Don E. Starr, North Hollywood, 
Calif., was recently appointed repre- 
sentative for Locke Stove Co.’s (Kan- 
sas City, Mo.) Warm Morning and 
Moore’s products for the state of Cal- 
ifornia. 


ALLEN D. McGEHEE recently joined 
Brown Stove Works, Cleveland, Tenn., 
as sales representative covering 
southern Ohio and northeastern Ken- 
tucky. 


J. B. Hansen 


Empire Stove 


A. D. McGehee 


Brown Stove 


J. B. “Mick” HANSEN, formerly 
with Hardwick Stove Co., Cleveland, 
Tenn., recently joined Empire Stove 
Co., Belleville, Ill., as merchandise 
manager. 


W. O. Ware, formerly with Vac- 
uum Gas Burner Co., Olean, New 
York, recently joined the heating and 
air conditioning division of Modine 
Manufacturing Co., Racine, Wisc., as 
assistant sales manager. 


CARL M. SCHROEDER—from assist- 
ant to general sales manager of Sub- 
urban Propane Gas Corp., Whippany, 
N. J., to retail sales manager. 


WILLIAM M. MYLER, JR., has been 
promoted to director of engineering 
of the Janitrol Heating and Air Con- 
ditioning Division, Midland-Ross 
Corp., Columbus, Ohio. LEE J. WiL- 
cox—from chief staff engineer of 
Janitrol to manager design engineer- 
ing section. 


Rospert L. MINCKLER has been 
elected to the board of directors of 
Petrolane Gas Service, Inc., Long 
Beach, Calif. He recently retired as 
president of General Petroleum Corp., 
Los Angeles. 


DANTE E. Broa, vice president of 
American Meter Co., Philadelphia, 
has been elected a director. 
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Cuan J. Tracy, JR., was recently 
appointed sales manager of the 
northeastern region for Blackmer 
Pump Co., of Grand Rapids, Mich. He 
will cover the New England states, 
up-state New York, and _ eastern 
Canada. 


GorRDON F. WOLFKIEL, sales engi- 
neer in the liquefied petroleum gas 
products sales department of Sinclair 
Oil & Gas Co., Tulsa, Okla., has been 
transferred to Jackson, Miss. He had 
been assigned to a territory covering 
Oklahoma, Arkansas, and Texas. He 


G. F. Wolfkiel 
Sinclair Oil 


Cc. J. Tracy 


Blackmer Pump 


now will cover Louisiana, Mississippi, 
and east Texas. 











BOTTLE 
NECK 


When it comes to bottles, 


let’s quit foolin’ and start fillin’ 


with a pump that can take the gaff and 


keep coming back for more. Blackmer’s 
MLG series, a pump-and-motor “package” 


brand-new 
, can save you time 


and money from the moment you unpack it. Installation 
is a breeze. No shaft coupling to adjust, no bulky base plate to 
mount. Comes with built-in safety valve and hydrostatic 


relief .. 


. you don’t buy them separately and pay to pipe them in. 


Save on electrical hookup, too, because the three smaller sizes 
are complete with motor switch and overload protection. 


Available in 7 models with °4 


to 3 hp motors 


(fan-cooled for continuous alee, of course). 
Rates to 30 g.p.m. Write for Bulletin 500-2e. 


“liquid materials handling"® equipment 


iER / liquefied gas pumps 


“BLAC 


BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 
Find your Blackmer M1 under “Pumps” in the Yellow Pages 





ELIMINATE 
“LP” Cylinder 


Deterioration 


caused by 


Foot Ring Rast 


with 


— SPATZ — 


FORMULA L-122 
CYLINDER 





Now...a 








100% i 


PLASTICIZED 
PHENOLIC 
Black Coating 


e Safe-Sure protection against 


the elements of Fungus — 
Earth Organisms—Bacteria & 
Humidity that cause rust. 


e “Cylinder-Saver” may be ap- 
plied directly over rust... no 
surface preparation necessary. 
Simple to apply with Linen 
Bristle Mop. 


e Cuts “LP” Dealers Cylinder 
Maintenance - Replacements 
COSTS PRACTICALLY IN 
HALF. START SAVING 
YOUR CYLINDERS TODAY. 


For complete details and the 
name of the SPATZ salesman 
who serves you, write 


SPAlZ 


PAINT INDUSTRIES, INC. 
5237 Manchester Ave. 
St. Louis (10), Mo. 


| July 11. 





How big can an LPG company be? 





Government files ‘“anti-merger” 
action against Suburban Gas 


HAS SUBURBAN GAS BECOME*TOO 
BIG IN CERTAIN MARKETS? 


This question was posed by At- 


| torney General Robert Kennedy in 


an anti-trust suit filed by the Jus- 
tice Department in Los Angeles, 
Specifically, the suit 
charges that 13 of the Pomona, 
Calif., firm’s acquisitions over the 
past several years violated the anti- 
merger provisions of Section 7 of 
the Clayton Act. 


The government asked the dis- 


| trict court to order Suburban to 
| divest itself of Calor Gas Co., Fres- 


no, Calif., and such other compa- 
nies “as may be necessary to 


| restore effective competition in the 


sale and distribution of LPG to 


| domestic and industrial users in 
| Oregon, Washington, and Arizona, 


and which will terminate the ten- 
dency to create a monopoly in the 


| gale and distribution of LPG prod- 
| ucts to domestic and _ industrial 
| users in such states.” 


The court was also asked to di- 


| rect Suburban to establish a new 
| corporation and to “transfer to 
| said corporation all of the business 
| and assets acquired from Calor Gas 
| Co., and to divest itself of all in- 


terest in or control over said new 
corporation.” 

As to future acquisitions, the 
complaint seeks to have the court 
enjoin Suburban from making any 
such without prior approval by the 
court. 

W. R. Sidenfaden, Suburban’s 
president, said the case was “with- 
out merit.” 

“While we have not yet had.an 
opportunity to study the complaint 
in detail, we are quite familiar 
with Sec. 7 and have devoted con- 
siderable thought to its applica- 
tion in terms of our company and 
the industry. We were, therefore, 
most surprised to learn of the Jus- 
tice Department’s contention,” he 
declared. 

“It is time for responsible mem- 
bers of the business community to 
find out where the bounds of this 
loosely worded provision really are. 
We are confident of our position 
and will defend the action vigor- 
ously and aggressively. 


“In the interest of justice to 
Suburban Gas, its 7000 stockhold- 
ers and the entire L. P. gas indus- 
try, it is our hope that this matter 
will be brought to the earliest pos- 
sible trial and conclusion.” 

The inference in the complaint is 
that the acquisition of Calor Gas 
Co. is what is really sticking in 
Uncle Sam’s craw. Roland Speers, 
the Suburban counsel, said the Jus- 
tice Department is “simply mis- 
taken as to its size and impor- 
tance.” In realty, he said, it is a 
“very small operation.” 

Since there were no other acqui- 
sitions specifically named in the 
plaintiff prayer for divestiture, 
Speers said there were no indica- 
tions which other subsidiaries of 
Suburban might be considered mo- 
nopolistic by the government. “We 
have 66 distribution plants in Ore- 
gon, Washington, and Arizona. Ap- 
parently, the Justice Department 
things that’s too many and, in ef- 
fect, is asking the court to decide 
which, if any, we should get rid of.” 

Sidenfaden’s characterization of 
Section 7 as “loosely worded” is 
apt, judging from the allegations 
contained in the complaint. In ef- 
fect, Section 7 holds that acquisi- 
tions may be in violation of the Act 
if they tend to create a monoply. 
The limits of market penetration 
that will be permitted are not es- 
tablished, however, as is clearly 
demonstrated in the complaint. 

For example, here are the alle- 
gations in the “first offense” 
charged in the complaint: On May 
2, 1960, Suburban acquired the 
business and assets of Calor. Calor 
was engaged in the business of 
selling LPG in bulk quantities to 
independent retailers and to indus- 
trial consumers in several states, 
including California, Washington, 
and Oregon. Of its total sales, 
which for the fiscal year ending 
February 1960 were slightly over 
31 million gallons, approximately 
68 per cent was sold by Calor in its 
capacity as wholesaler and approxi- 
mately 32 per cent was sold di- 
rectly to industrial consumers. 
Suburban was in direct competi- 
tion with Calor for industrial users 
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in Oregon and Washington, says 
the complaint. 

In Oregon, in 1959, Suburban 
sold 48.3 per cent of all the gas 
sold to industrial users, Calor 33.9 
per cent. 

In Washington, in 1959, Subur- 
ban ‘sold 40.9 per cent of all the gas 
sold to industrial users, Calor 5.1 
per cent. 

In the two states combined, in 
1959, Suburban sold 45.8 per cent, 
Calor sold 24.3 per cent, of all gas 
sold to industrial users. 

The “second offense charged’”’ re- 
cites a long list of acquisitions in 
Oregon, Washington, and Nevada. 
It then charges that Suburban 
“and the LPG retailers acquired by 
Suburban since Jan. 1, 1959” sold 
about 40 per cent of all the gas sold 
to domestic and industrial users in 
the year 1959. 

A similar charge relating to 
Washington alleges that Suburban 
sold “over 35” per cent of the mar- 
ket in 1959. 

Putting the two states together, 
Justice charges Suburban sold 
“over 38” per cent in 1959. 


The “third offense charged” cov- 
ers Arizona acquisitions, Suburban 
and the companies it has acquired 
since January 1, 1959 sold “approx- 
imately 28.1” per cent of the gas 
sold to domestic and industrial 
users in 1959, said the complaint. 

Thus it could be inferred that 
the lower limit of “monopolistic” 
penetration of a market in the 
L.P. gas business is no higher than 
28.1 per cent, in the eyes of the 
Justice Department. 

The complaint states that “in lo- 
calities in which Suburban Gas has 
acquired other retail sellers of 
liquefied petroleum gas, prices to 
consumers have been increased fol- 
lowing such acquisition.” 

The immediate effect of the filing 
of the complaint was to cut Subur- 
ban’s stock prices sharply. Within 
a matter of hours, quotations 
dropped six points or more. Other 
listed L.P. gas stocks declined in 
sympathy, though not as drasti- 
cally. 

The net result was another harsh 
blow to the industry, which had al- 
ready been reeling from a warm 
winter and soft prices. There was 
one faint ray of hope, however; 
the case might establish some 
guidelines, however fuzzy, as to 
how far other companies might be 
able to go with their acquisition 
programs without laying them- 
selves open to a similar action. @ 
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: IN # 
DEARBORN 


FAMILY 


THE SEALED- FLOW e THE BARONET 


VENTED GAS AREA HEATERS 


These two newcomers to Dearborn’s heater lines arz lively with special 
features that will build sales. What’s more, .:ev have the traditional 
quality that has drawn more than 2,000,000 dollarwise customers 


to Dearborn. 


DOLLARWISE IT’S THE SEALED-FLOW 
e HERMETICALLY SEALED COMBUSTION CHAMBER 


..uses one hole in outside wall for air intake 
and venting. 
SNAPPY, PRECISE INSTALLATION with full-scale 
template. 
ANCHOR FLOAT CONSTRUCTION ... lets chamber 
expand and contract without hindrance, prevents 
noise. 
e COOL SAFETY CABINET * FORWARD HEAT FLOW 
e UP-FRONT CONTROLS * HIGH CROWN BURNER 
e COPPERTONE FINISH * AGA APPROVED 


Available in Three Sizes: 
35,000, 25,000 and 10,000 BTU’S 


DOLLARWISE IT’S THE BARONET 


e POPULAR PRICE... ECONOMICAL INSTALLA- 
TION 

e EXTRA LARGE HEAT EXCHANGERS... for 
faster circulation, greater warm-air volume. 

e HANDSOME, COMPACT DESIGN...with 
neutral BOLERO BROWN finish for room 
blending... Honeycomb Louvered front. 

@ SUPER CONVENIENT CONTROLS 

© EXTRA QUIET BLOWER 

@ ROUNDED BASE FLANGE « AGA APPROVED 


Available in Three Sizes: 
65,000, 50,000 and 35,000 BTU’S 


—Dellan-urise.. oS 


® 


Get details of Dearborn’s clean-cut selling policy from any of these 
regional sales offices: Atlanta, Chicago, Dallas, Los Angeles, 
San Francisco. 





$1000.00 Reward!" | 


Assures you of Superiority 
of HIDY Degree-Day Recorder 
Gallon: Per ile v= Lease it for $95 
We'll give $1,000 to any individual who first brings us acceptable proof that 
any other Degree-Day Recorder is more accurate, easier to install and simpler 
to maintain than the Hidy Degree-Day Recorder. Save up to 30% of trucking 
and bookkeeping costs. Leading firms report more gallons per delivery; fewer 
trucks do the same job, using the Hidy Degree-Day Recorder and Degree-Day 
System. Write for Bulletin BP8—Today! cient Reale 
6908 Five Mile Road far "sales vesuuaate 
HIDY-BROWN RECORDER CO. = Cincinnati 30, Ohio _ tives. Write for de- 


tails.) 
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Part of the group attending Green's Fuel convention in Montego Bay, Jamaica. 


Green's Fuel holds 
convention in Jamaica 


The annual Green’s Fuel distrib- 
utors’ convention was held recently 
in Montego Bay, Jamaica, B. W. I., 


with an attendance of 200. 
Opening the convention was 
guest speaker, Dr. J. Frank Good- 
win, Professor of Marketing, Uni- 
versity of Florida, Gainesville, Fla. 
Other highlight speakcrs were: 





OPEN THE DOOR tt BIGGER PROFITS 


ADDED ROOMS 


MOTELS 


WITH SALES LEADING SUBURBAN Novent* and DYNAVENT* GAS HEATERS 
Only heaters with ALL these money-saving, space-saving features: FAST-HEAT + Built-in 
forced warm air circulation system heats floors first + Install in window or wall (like an air 
conditioner) + Fully vented — need no flue or chimney » SAFE — burn no room air * Com- 
pletely automatic with built-in or wall thermostat + Draw preheated air from ceiling for 


ECONOMICAL reheating. 


SAVE UP TO 30% and more, in heating costs 
Available in three sizes for ALL GASES—20,000 BTU—35,000 BTU—45,000 BTU. Approved 
by AGA, CGA, CSA, Leading Utilities and LP-Gas Marketers. Nationally advertised in leading 
Send for details 
SUBURBAN APPLIANCE CO. 
*TM - Suburban Appliance Co. 


consumer magazines. 


& 


Dept. BP-861 





Morristown, NJ. 








W. P. Wyrick, vice president of 
Union Texas Natural Gas Corp., 
Tulsa, Okla.; James Lepley, Frazer 
and Torbet, Tulsa, Okla.; John T. 
Oxley, executive vice president of 
Union Texas; and Harris A. Good- 
win, Bastian-Blessing Co., Chicago. 

The theme of the convention was 
“Business Management and Con- 
trols.” The 1963 convention will 
be held in Mexico City. 


Colorado LPGA elects new 
officers, registers 152 


The Colorado LPGA recently 
held its 25th annual convention in 
Boulder with an attendance of 152. 

Among the speakers were W. S. 
Brenckle, Natural “L. P. Gas” 
Corp., Waukesha, Wis.; J. S. 
Evered, Phillips Petroleum Co., 
Denver; and Felix Elkins of Pan 
American Insurance Co., Houston. 

H. C. Showalter, Domestic Pro- 
pane Co., Delta, was elected presi- 
dent for the coming year. Other 
officers are: Don Schoonover, Farm 
Gas, Inc., Hugo, vice president; 
and Jack Rickard, Bard Gas & Ap- 
pliance Co., Walsenburg, secretary- 
treasurer. 


Mo.-lll. L. P. Gas Exposition 
attracts 800, 51 exhibitors 


The Missouri-Illinois L. P. Gas 
Exposition held recently in St. 
Louis, Mo., attracted an attendance 
of approximately 800, plus 51 ex- 
hibitors. 

Keynote speaker was Chester 
Lauck (formerly “Lum” of the fa- 
mous “Lum and Abner” team) of 
Continental Oil Co., Houston. He 
spoke on “Human Relations.” Other 
speakers were Chuck Bennett, 
United Propane, Decatur, IIl.; Al 
Woelfie, Real Gas Co., Blooming- 
ton, Ill.; John Long, Delaware Val- 
ley Propane Co., Merchantville, 
N. J. 

Officers for the Missouri asso- 
ciation were also elected. They are: 
Jim Phillips, Heet Gas Co., Chil- 
howee, president; Wayne Werges, 
Petrolane Super Gas, Elsberry, 
vice president; and Jack Masters, 
Masters Gas, Inc., Salem, treas- 
urer. 


Arkansas LPGA holds 
15th annual convention 


More than 200 attended the Ar- 
kansas LPGA 15th annual conven- 
tion recently held in Little Rock. 

Guest speakers were: J. D. 
Charton, Arkansas Foundry Co., 
Little Rock; W. F. Hosack, 
O’Keefe & Merritt Range Co.; 
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Guide for small 
business 


“Personnel Management Guides 
for Small Business,” is No. 26 in 
the Small Business Administra- 
tion’s series of management 
booklets. It can be purchased 
from the Government Printing 
Office (Lafayette Building, Wash- 
ington 25, D. C.) for 25 cents a 
copy. 

The booklet gives guides in 
overall management. It discusses 
personnel training, compensa- 
tion including fringe benefits, 
physical working conditions and 
employee services, employee re- 
lations and management - union 
relations in small firms. 














Jack Morris, Jonesboro Butane 
Co.; William W. Clark, BUTANE- 
PROPANE News; Francis Weis, 
Weis Butane Co.; Honorable Orval 
E. Faubus, Governor of Arkansas; 
Ray Horan, Janitrol Service; and 
Max Fetty of Fetty-Hundemer & 
Associates, Baton Rouge, La. 

Election of officers also took 
place. Those elected are: president, 
Howard E. Rogers, Lonoke; vice 
presidents, Cecil Bell, Conway, 
J. B. Morris, Jonesboro; treasurer, 
J. S. Moseley, Jr., Little Rock. 


Walter W. Thompson, director 
of the National Museum of Trans- 
port, St. Louis, Mo., receives title 
to a six cylinder propane-fueled 
engine donated by Red-E-Gas Co. 
of St. Louis. Making the presen- 
tation is Mary Veale, “Miss Mis- 
souri L. P. Gas,” at the Missouri- 
Illinois L. P. Gas Exposition held 
recently in St. Louis. Perry Voss, 
vice president of Red-E-Gas, looks 
on. 
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Hie G5-BOSS foe Safely! 


"GJ-BOSS” GROUND JOINT FEMALE COUPLING, STYLE X-34. 
Unequalled for strength, durability and safety on hose handling L-P 
Gas at bulk plants, on carloading rigs and other installations, All parts 
steel or malleable iron, thoroughly rustproofed. Furnished with super- 
strong “Boss” Offset and Interlocking Clamps. Ground-joint union be- 
tween stem and spud forms washerless, leakproof seal. Sizes Y" to 6", 
inclusive. Also available in washer type, Style W-16 and companion 
“Boss” Male Coupling, Style MX-16. Stocked by Manufacturers and 
Distributors of Industrial Rubber Products. 


DIXON Vilwe & Coupling Cb. 


GENERAL OFFICES & FACTORY- PHILADELPHIA 22 








Keep Up with L P. 
rr. Each ee BUTANE? 
by subscribing to 


198 SOUTH ALVARADO STREET, LOS ANGELES 57, CALIFORNIA 


(1 Check herewith (CO Bill me (1 |! yeer $2.00 (C1 2 years $3.00 


93 














Truck Mounted 
STAR HYDRO-LIFT 
CRANES 
V2 Ton, 1 Ton, 2 Tons 


EXCLUSIVE 


ST AR FOLDING 


FEATURE 


SOLD BY 
FISK 

















SPECIFICATIONS 


1 Ton 2 Ton 
iS. S685 i 2000 Ibs. 4000 Ibs. 
Capacity, Beom Extended. 1500 Jus. 3000 lbs. 
Boom Height Highest .... 90” 85” 
Boom Height Lowest ... bal 11” 
Boom Height Highest Ext... 100” 93” 
Boom Height Lowest Ext... o” o” 
Boom Length . ........ 45” 45” 
Boom Length, Extended... . 60” 60” 
Over-all Height , rd 52” 56” 


Write for Prices 
FISK 
Hydraulic Trailer 


PROVED THE BEST 
BY USER TEST 


Costs less to buy 
than to build your own 


FISK TRAILER SALES 
P.O.B. 3093 


Madison 4, Wisc. 

















George Postlewait, former Framgas vice president, and driver Tom Kress examine side 


cabinet, which houses smallest cylinders. 
cylinders of varying sizes. 


Fully loaded, the oversize truck holds 192 


KINGSIZE TRUCK 


services Jork-lift customers 


A BPN Exclusive 


A SUPER-SIZED CYLINDER DELIVERY 
TRUCK is cutting transportation 
costs for Framgas, Chagrin Falls, 
Ohio. 

The truck delivers bottles to scat- 
tered motor fuel customers along 
the route from Chagrin Falls, which 
is a few miles east of Cleveland, 
to Akron. Most of these customers 


use the gas for powering fork lift 
trucks, a fast-growing Framgas 
load. 

It replaces two standard stake 
trucks which had formerly handled 
these deliveries. 


The truck has a capacity of 192 
bottles of various sizes, including 
12 100-lb cylinders, 30 14-pounders, 
and 150 in the 3314-434-lb range. 
The latter are stacked two-high in 


Hundred-pound cylinders, stowed at the rear of the truck bed, are easily removed with 


the aid of a hydraulic tail gate. 
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the main truck bed. Behind them, 
next to the tail gate, sit the 100- 
pounders. The smallest cylinders 
are carried in side cabinets. 

This arrangement gives good 
flexibility. The smallest cylinders 
can be removed without disturbing 
any of the others. Furthermore, 
the side cabinets will accommodate 
a lesser number of larger cylinders, 
so if Framgas wants to deliver a 
small number to a customer before 
the 100-pounders have been re- 


moved, it’s an easy task to pull 
them from the sides. 

Similarly, the 100’s can be un- 
loaded without disturbing the 33’s 
and 43’s. A hydraulic lift gate also 
facilitates this operation. 

Another attractive feature of the 


vehicle is that all cylinders can be | 
carried upright so that the safety | 


relief valves are always located in 
the vapor space. 

The chassis is a C750 Ford COE. 
Full loaded weight is 32,000 lb. @ 


Suburban Propane 
buys producing LPG firms 


SUBURBAN PROPANE GAS CORP., 
Whippany, N. J., the largest inde- 
pendent distributor of L.P. gas, 
July 6 announced the purchase of 
the capital stock of the Frio-Tex 
Oil and Gas Co. of Corpus Christi, 
Texas. 

Mark Anton, who is a pioneer in 
the L.P. gas industry, said that 
this step makes Suburban Propane 
the only vertically integrated com- 
pany in the field, and also adds 
diversification to its existing oper- 
ations. Now it distributes L.P. 
gas, will produce it, and, through 
other wholly-owned subsidiaries, 
manufactures a line of gas ranges, 
room heaters, water heaters, clothes 
dryers and commercial rotisseries. 
It also manufactures tanks for the 
storage of L.P. gas, and assembles 
tank trucks for the delivery of L.P. 
gas to homes, farms and industry. 
The company maintains its own 
fleet of high pressure tank cars and 
delivery tank trucks for distribu- 
tion of L.P. gas. 

It is estimated that earnings of 
the acquired company for the 12 


Mark Anton 
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month period following the acquisi- 
tion will increase the earnings of 
the parent company by approxi- 
mately 26 cents per share, includ- 
ing the benefits of a tax loss carry- 
forward. 

The Frio-Tex Oil and Gas Co. 
was founded in October, 1956 for 
the purpose of developing natural 
gas reserves in the Big Foot Field 
in Frio County, Texas. Acquisition 
of the company adds to Suburban 
Propane’s widespread manufactur- 
ing and distributing facilities, 42 
gas wells, one oil well, a 30-mile 
pipeline gathering system, a com- 
pressor station, and leases on 25,- 
000 acres of land in Frio County, 
Texas, 16,000 of which are known 
to be productive. At present Frio- 
Tex sells natural gas under a long- 
term contract to Transcontinental 
Gas Pipe Line Corp. 

Anton said that immediate plans 
call for the construction of a gaso- 
line plant which will produce pro- 
pane and butane as well as natural 
gasoline. The site for the proposed 
plant has been prepared, and it is 
expected that it will be operating 
at full estimated throughput of 20 
million cu ft of natural gas per day 
before the end of the year. 

The Frio-Tex Oil and Gas Co. 
was purchased with available Sub- 
urban Propane funds. The payment 
of certain loans and the cost of the 
new gasoline plant will be financed 
through the sale of Suburban Pro- 
pane debentures. 

No changes in Frio-Tex’s per- 
sonnel are anticipated at this 
time. 8 
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BEAUTY AND 
COMFORT 
INSURANCE 


‘ 
* 
Ts aos. 


<inlintinisa 

S. the New Armstrong 200 
Series Vented Gas Heaters beside 
3 modern Hi-Fi console and you'll 
agree “it’s at home in any 
—with any furnishing decor. 
cs ty beauty oe oe 
sales and rings your cash register. 
AGA A proved-—Sizes 15M to 70M 
btu—Finest drill i cast burner 
—Optional contro! 
Beautifull finished in durable, dark 
tan “Mochatone” enamel and 
silicone enamel expanded metal 
front. 
Write or wire for information on a 
truly complete line, 8, 000 to 70,000 
btu’s, vented and unvented. 


Armstrong Prod 


ucts Corp 
Huntington 1; 





PRESSURE-TITE 
Connections... 


Heat and vibration- 
proof, non-solvent, 
will not shrink, crock 
or crumble. Mokes 
oll assemblies leak- 
proof ond pressure- 
tight. Prevents rust, 
corrosion ond joint 
seizure. 








BASIC 
BLENDS 





RUSTED BOLTS 


A powerful blend of fast- 
acting solvents that liter- 
ally “melt the rust away” 
—safe on ali metals ond 


RADIATOR SPECIALTY CO. 
CHARLOTTE, N. C. 
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‘gay CLASSIFIED Advertising 


All Classified Advertising payable with order. 
No agency commission or cash discount on 
classified advertising. Copy must reach pub- 
lisher’s office prior to the ist of. the month 
preceding publication. Address: Classified Ad- 
cortiaing Materials, BUTANE - PROPANE 
Cait 98 Alvarado Street, Los Angeles 

alif 





DISPLAY CLASSIFIED 


$12.00 a column inch per issue. Choice of 
18, 14, 12, 10 pt. _ meee 5 pe for headings. 
Set with 1 pt. borde: Fata ad size 
3”. No cuts oaradised. Publisher will set 
ad for maximum effect in space purcha 











UNDISPLAYED CLASSIFIED 15¢ a word. 
Set in 6 pt. type without border. $6.00 minimum 
charge per insertion. If Blind Box number care 
of B-P News is used, count as five words. 


POSITION WANTED. Undisplayed rate is 
one half of above rate, payable in advance. 


When full payment is made in advance for four 
consecutive insertions of undisplay classified ads 
a 10% discount is allowed. 








SITUATIONS WANTED 


FOR SALE—TRUCKS-TRAILERS—Cont. 





FOR SALE—TRUCKS-TRAILERS —— Cont. 








15 YEARS OF OPERATING EXPERIENCE. 
Utility, Bottle and Tank. Desire supervision 
or sales management. Free to travel and to 
locate. Good reference. F. L. Olvey, 10702 So. 
Main St., Houston 25, Texas. 





EXPERIENCED L. P. GAS MANAGER. 
Thorough technical and practical training in 
LPG applications, installations, sales, and serv- 
ice. Successful business getter. At present 
managing director and part owner of company 
with exclusive distribution of Dragongas in 
Eastern Cape and formerly manager of largest 
distributor of patge, in South Africa. Wish 
similar position in U. e 35, married, two 
children. Full details ae re erences on request. 
Write Box 26, BUTANE-PROPANF News, 
198 So. Alvarado St., Los Angeles 57, Calif. 


POSITION WANTED: YOUNG, EXPERI- 
enced L.P. Gas Executive with broad knowledge 
in all phases retail L. P. gas business and 
excellent references desires top level sales and 
management position with aggressive independ- 
ent L. P. Gas organization pursuing industrial, 
agricultural and pend fuel load. State com- 
lete detail first reply. Reply Box 25, 
UTANE-PROPANE News, 198 So. Alvarado 
St., Los Angeles 57, Calif. 








BUSINESS OPPORTUNITIES OFFERED 


USED reoraue DELIVERY TRUCKS. 
1200 to 2200 W. C. Presently in use and 
being ee with larger units. United Pe- 
troleum Gas Co., 4820 Excelsior Blvd., Minne- 
apolis 16, Minnesota. 





FOR SALE. USED TANK TRAILER with 
brand new truck tires. Will handle up to 
1,000 gallon tank with one man. $350. Art 
Mietzel, Northern Liquid Gas Company, Su- 
perior, Wisconsin. Phone EXport 4-9556. 





1956 IH L-160 BOBTAIL UNIT with single 
1080 Butane tank, Neptune Meter. Recondi- 
tioned motor, new paint. Ready to work— 
$1750.00. Southern Butane Gas Co., P. O. Box 
83, El Dorado, Arkansas. 





TRANSPORTS FOR SALE: COMPLETE 
road ready Butler Propane blimp transports, 
6600 to 7100 gallon capacity, with or without 
tractors. Excellent condition, ready to haul 
gas. Write or call Dixie Gas, Inc., Marks, 
Mississippi. 





1957 CHEVROLET 2 ton BOBTAIL, with 
single 1100 gallon propane tank, Neptune Meter, 
2” Blackmer Pump, 100’ 4” ‘hose. Unit now 
operating. $1,995.00. Texas Fuel, 121 W. 
Broadway, Clarksville, Texas. Phone 426-2330. 





LPG BULK PLANTS. WE SPECIALIZE in 
selling petroleum properties throughout Midwest. 
Have number desirable plants for sale. OLE 
BRODD, PETROLEUM MARKETERS, 605 
Produce Bank Bldg., Minneapolis, Minnesota. 





MORE MONEY for rere gas dealers, 
ie 


with new Finco Portab ri-Mor grain drier. 
Completely portable unit uses propane fuel. Low 
cost drier system increases profits. Write for 
complete particulars on ee and distribu- 
tor programs. FINCO, INC., Box 968, 
Aurora 22, Illinois. 





LP GAS BUSINESS FOR SALE. Bulk Plant, 
three (3) sub-stations, 6 late Model trucks (4 
metered). Gross Sales over $100,000.00 in 1960. 
Corporation Officers retiring from _ business. 
Main Plant located in Norfolk, Va. Carter Gas 
Co., Inc., 5759 Curlew Drive, Norfolk, Va. 





MANUFACTURERS REPRESENTATIVES. 
Wanted to sell a well known LP Gas water 
heater in Western Penna., W. Virginia, Ohio, 
Indiana, Kentucky, and Illinois. Give details 
of territory covered and lines handled. monly 
Box 27, BUTANE-PROPANE News, 198 So 


Alvarado St., Los Angeles 57, Calif. 





BUSINESS OPPORTUNITIES WANTED 





WANTED TO PURCHASE: RETAIL LP 

Gas business located in Indiana _ imate, 

Kentucky mnessee, princi i on er 

Box 19, BUTANE PROPAN NEW! , 198 
Alvarado St., Los Angeles 57, Calif. 





WE ARE INTERESTED IN ACQUIRING 
LP Gas businesses anywhere in the Central 
United States. If your business is for sale, 
write to Super Propane Corporation, Box 392, 
Lebanon, Missouri. 





FOR SALE — TRUCKS - TRAILERS 





FOR SALE: 1954 FRUEHAUF Twin-barrel 
propane Semi-trailer. 6028 W.C. Excellent 
condition. Hess Oil Company, Mahaska, Kansas. 
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USED 
PROPANE DELIVERY TRUCKS 


Several late model twin and single units, 
1200 to 2200 W.G., reconditioned and ready 
for service. Buy now before Fall rush begins, 
25%, down, balance 24 months. Call or write 
for description and prices. 


PRESTON GRACE 
WHITE RIVER DISTRIBUTORS, INC. 
Batesville, Ark. Phone RI-3-2374 








END SOARING 
LPG DELIVERY COSTS! 


Why lease when you can own for 
less? Think of it! You can have a 
modern, lightweight, 1800 WG twin, 
mounted on a 2-ton truck with high 
flow plumbing, hose, rear cabinet in 
one package, on easy Nor-Tex terms, 
for $5,860.00. Buy now while they last 
for only $586.00 down. Pay the bal- 
ance in up to 36 easy Nor-Tex monthly 
payments, Write, wire or phone today! 


NORTH TEXAS 
TANK CO. 


Denton, Texas 382-5416 








1400 TWIN BARREL ON 1955 F-600 FORD 


New motor, 4 new tires on rear and 2 very 
bead tires on front, 2-Speed axle, Neptune 

rint-O-Meter, Viking Pump, 100 ft. each Vapor 
and Liquid hose, dry chem. fire extinguisher; 
LP-G Carburetion. Body and paint excellent. 
Replaced with larger unit. Available im- 
mediately. 


BURKHOLDER’S, Thylor 7-0114, Sedalia, Mo. 








FOR SALE 


Two Used Ti Used Propane Transports in ex- 
cellent condition. 


ape ns = 10,264 W. G. Single Barrel 250% 
\—transport 10,271 W. G. Single Barrel 250i 
9500 


1—1958 Hendrickson tractor with NH 220 H.P. 

(Cummings engine, almost a 
1—1957 Hendrickson tractor — NH 220 H.P. 

(Cummings engine, 84,000 mi Sos00. 
These units have had preventative maintenance 
continuously and are the best in equip- 
ment and condition. This equipment will mect 
all LPG codes and ICC regulations. 


Write 


RODNEY PAXSON 
Bluffton, Indiana Phone 2289 











BRAND NEW! 
30 DAY SPECIAL .. SAVE $$$$ 


1800 gal. Deo ay - ial om or single 
eee 


tank Wr... 
cabinet . “BAST FLO" 
Plumbing with 60 gpm Blackmer eal 
. . lights & white enamel 

mounted and installed on . . . 1961 Ch 

2 ton Hb Pp. "es rg on 2 aed 
axel, s cing, x ply rear 
tires’. _ FED. ea ONLY 


7:00 — 
36 mo. gp 


2000 to - sizes 
at similar low prices. WE TR DE. All 
makes trucks at FLEET PRICES. All 7 
tional extra a such as 
METERS . HOSES . 
at competitive prices . . installed, Sew 3 
to deliver gas. WRITE TODAY! 


PRESTON GRACE 
WHITE RIVER DISTRIBUTORS 


Batesville, Ark. — PH. RI 3-2374 
Several GOOD Used Units Too. 





FOR SALE—TANKS-CYLINDERS 











14 Ox. ICC 48240 REFILLABLE 
PROPANE CYLINDERS 
NEW. REASONABLY PRICED. 


Reply Box 21, BUTANE-PROPANE News 
198 So. Alvarado St., Los Angeles 57, Calif. 
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CLASSIFIED ADVERTISING 








FOR SALE—TANKS—CYLS—Cont. 


FOR SALE—MISCELL—Cont. 








USED TRAILER 


TANKS FOR SALE 


PROPANE & ANHYDROUS 
AMMONIA —from 6000 
to 10,000 gallon capacities. 


S) 
@®eeee#es 


USED GASOLINE TANKS 
IN STEEL & ALUMINUM 
from 4000 to 8000 gallon 
capacities. 


WILL FINANCE 
LUBBOCK Machine & Supply 


BOX 1589 © LUBBOCK, TEXAS 
CALL PO 2-5261 














FOR SALE—MISCELLANEOUS 








DECALS MADE FOR TRUCKS, EQUIP. 
MENT. Small or large quantities. Catalog free. 
Mathews Co., 827 S. Harvey, Oak Park. Ill. 





DIXIE SEMI-LOCK HOODS, ALUMINUM 
and Aluminum coated steel. Wall bracket or 
free standing. GUARANTEED mechanically 
for life. $3.00 up. Dixie Manufacturing Com- 
pany, Elizabethtown, Kentucky, Box 65. Phone 
Collect ROS-5429. 





FOR SALE — IMMEDIATE DELIVERY! 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic. Clean filtered smoke. Distributes 
heat uniformly. Low gas consumption. Auto- 
matic temperature and pilot control. Less prod- 
uct shrinkage. Easily installed. Write for de- 
scriptive pamphlet. Eureka Equipment Com- 
pany, PO. Box 396, Beloit, Wisconsin. 





CHAIN LINK FENCE. DIRECT from fac- 
tory to you. Wires, Posts, Rails, Fittings. 
Will ship wire or any accessory separately. 
This is ideal for your summertime profits. 
Easy to learn the business, easy to install. 
F.H.A. Approved. Contact: Willie Kemp, TE 
3-7587, 944 Main St., Beaumont, Texas. Will 
ship anywhere. 








SERVEL GAS REFRIGERATORS 
6 and 8 cu. ft. 

Some with cross-top freezers 
Used, excellent condition, guaranteed per- 
fect operating order. Low delivery cost from 
our warehouse nearest to you. Special price 
for half or full trailer loads. Send for photos 
and details. 


BEACH REFRIGERATOR CO. 
196-11 Northern Blvd. Flushing 58, WN. Y. 
Phone: FLushing 7-6161 











AUGUST, 1961 


2—1144” NEPTUNE METERS WITH Print- 
O-Meter register. Both rated 5-30 gallons per 
minute. (Strainer included). One is type 4D. 
One is type 1D. $250 each. Sungas, Inc., 
P. Box 245, Phenix City, Alabama. 








SERVEL REFRIGERATORS 
4 & 6 cu. ft.—U-type Evaporator 
6-7-8 cu. ft. Cross-top Freezer 
Used But Not Abused 
Cleon—Guaranteed—Low Cost Shipping 
FRED A. BROWN CO. 


170 W. Cumberland St., Phila. 33, Pa. 
Est’d i918 Call Collect RE 9-1130 














PROFESSIONAL SERVICES 








PROPANE GAS PLANTS 


ANHYDROUS AMMONIA PLANTS 
Designed and Installed 
PEACOCK CORPORATION 
Box 268, Westfieid, N. J. 














INCREASE YOUR PROFITS BY APPLY 
ING my accounting and Financial controls 
that show proper Ratios for your operations 
Evaluations, Equipment revisions, and accident 
suit assist also supplied. Floyd F. Camp- 
bell, Manag t C Itant, 821 Crofton Ave.. 
Webster Groves 19, Mo. 














APCO Standby - Peak Shaving 
bi ig os Si Mixers and Plants 


Safe - Simple - Automatic 
Design - Engineering - Construction 


APPLIED ENGINEERING COMPANY 


Orangeburg, S. C. 








L. P. GAS 
INSURANCE 


Have your agent write us about our Com- 
plete and Comprehensive Coverage for Ade- 
quate Limits of Liability at Reasonable and 
Normal Rates with Specialized Safety En- 
gineering and Claim Service. Available only 
in Alabama, Arkansas, Arizona, Colorado, 
Florida, Georgia, Kansas, Louisiana, Mis- 
sissippi, New Mexico, Oklahoma, Tennessee 
and Texas. 


PAN AMERICAN FIRE & 
CASUALTY COMPANY 
Earl W. Gammage, President 
P. ©. Box 1662 Houston, Texas 

















BUSINESS RECORDS 





BUSINESS RECORD FORMS. ALL- 
WEATHER EZE-SNAP delivery invoices, for 
use when making LP gas metered truck de- 
liveries. 1000 sets (3 part) imprinted with name, 
address and telephone. $18.00 per 1000 set» 
Advise make of meter. EGREE DAY SYS- 
TEMS, Dept. BP WOODSIDE 77, L. I., N. Y. 





SERVING 20,000 PETROLEUM COMPA- 
NIES over 30 years with roleum price 
cards, custemer reminder Eze-Stik labels, tele- 
phone call—service order—L/P metered deliv- 
ery invoices, Eze-Snap Service Form, Duralu- 
minium ticket holders, Sort-O-Matic Rack, etc. 
Write us for details, no obligation. DEGREE 
DAY SYSTEMS, Dept. BP., WOODSIDE 
77, NEW YORK. 





Uniform pricing 





(Continued from page 68) 
“15 per cent,” all seemed to take a 
business-like approach to parts 
mark-up. 

The same holds true for parts 
warranty. Most dealers pass along 
the manufacturer’s warranty to the 
customer. Where time periods were 
stated, a one-year warranty was 
mentioned most often, although 
there were two for 30 days, one for 
60 days, and one for 90 days. 

Asked about their competitor’s 
service policies, 90 per cent of the 
dealers expressed no great alarm. 
Most said that the neighboring 
dealers had service charge policies 
similar to their own. A few an- 
swered that they were too busy 
with their own operation to worry 
about their competitors. 

Right there, we have both a 
symptom of why things are the 
way they are and a glimmer of 
hope for their improvement. If 
dealers would spend just a little 
time discussing their mutual ser- 
vice policy problems with each 
other, things might improve. Why 
do we think so? Most dealers right 
now feel that service call charges 
have reached a certain equilibrium 
in their area, that others are charg- 
ing about the same as they are. We 
believe that this pricing equilibri- 
um could be raised to a profitable 
level. We believe that dealers ought 
to establish enough unity among 
themselves to establish some guide- 
lines for uniform pricing. 

It seems to us that two dealers 
on opposite ends of the country 
simultaneously reached the same 
conclusion and hit the nail on the 
head : 

Said J. Walton Taylor in Sara- 
sota, Fla.: “Our feeling is that— 
with the present cost of labor—we 
should pattern our service depart- 
ment after the T-V and electrical 
appliance people—on service calls.” 

Said C. R. Cavanaugh, in Las 
Vegas, Nev.: “Dealers should take 
into consideration the fact that out- 
side of our own industry competi- 
tion is charging a $5 to $9 hourly 
minimum. Why, then, should we 
give our labor away?” 

Why, indeed? BR 











CALENDAR 
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August 6-8—New Mexico LPGA Con- 
vention—Western Skies Hotel, Albu- 
querque, N. M. 


August 16—New York State LPGA Sum- 
mor Meeting—Morgia's Sacketts Har- 
bour, New York. 


August 20-22 — Idaho-Nevada-Utah 


LPGA Convention—Newhouse Hotel, 
Salt Lake City, Utah. 


August 24-26— Florida LPGA Annual 
Convention — Hotel Robert Meyer, 
Jacksonville, Fla. 


Sept. 10-12— North Carolina LPGA 
Convention — Sir Walter Hotel, 
Raleigh, N. C. 


Sept. 12-13— Illinois LPGA business 
meeting—St. Nicholas Hotel, Spring- 
field, Ill. 

Sept. 15-17—lowa LPGA Convention— 
The New Inn, Lake Okoboji, lowa 


Sept. 21—Pennsylvania LPGA Conven- 
tion—Penn Harris Hotel, Harrisburg, 
Pa. 


Sept. 22-24—Wisconsin L.P. Gas Con- 
vention—Schwartz Hotel, Elkart Lake, 
Wis. 


Sept. 24-26 — Oklahoma LPGA Annual 
Convention—The Ramada Inn, Okla- 
homa City, Okla. 

Sept. 25-28—American Welding Society 
Fall Meeting—Adolphus Hotel, Dallas, 


Texas. 


Oct. 2-4—AGA Convention — Dallas, 
Texas. 

Oct. 12-13—California Natural Gaso- 
line Association Meeting—Lafayette 
Hotel, Long Beach, Calif. 

Oct. 16-20—National Safety Council 
Congress Convention—Chicago, Ill. 


Oct, 23-24—Minnesota LPGA Fall Con- 
vention—Hotel Lowry, St. Paul, Minn. 


Oct. 30-Nov. I—-NFPA Fall Conference 
—Hotel President, Kansas City, Mo. 


Nov. 13-15—American Petroleum In- 
stitute annual meeting—Conrad Hil- 
ton, Congress, and Palmer House 
Hotels, Chicago, Ill. 


Dec. 5—Wisconsin LPGA Convention— 
East Side Businessmen's Association 
Club House, Madison, Wis. 


$8 
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LUBBOCK 
TANKS ARE 


CLOSELY 
ENGINEERED 


rOR 
MAXIMUM 
PAYLOAD 


Lubbock transports, both pressure and non-pressure, 
are closely engineered for maximum payload; not 
maximum size. This means a minimum of dead space 
and extra costs. Tanks custom engineered for the job, 
adjustable tandems and rub plate, and full capacity 
valves for quick loading and unloading make Lubbock 
your best transport buy. 


(LUT: ) = ee <4) MACHINE & SUPPLY CO., INC. 


Wreea te et tame mae! P.O. Drawer 1589 PO 2-5261 Lubbock, Texas 




















YOU AND TRINITY PRODUCTS 
GET Oiler <Jnay SERVICE... 


Trinity’s LPG products are 

pampered with attention. Whether 

you want a snack-sized or a 
banquet-sized order from Trinity, 
you're pampered, too. Try Trinity... 
and enjoy. Financing arranged 


to suit your needs. 


SEND FOR QUICK INFORMATION ABOUT TRINITY 


DOMESTICS DELIVERY TRUCKS TRANSPORTS STORAGE TANKS 
(NEW AND USED) NEW AND USED) 


TRINITY 


STEEL CO., INC. 
PALL £5, See es 


4001 IRVING BLVD. FLEETWOOD 7-3961 


FRANCESVILLE, INDIANA 




















